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An exhibit entitled, "The Evaluation of Heart Measurements," based upon the work in the Home 
Office diagnostic laboratories of the Equitable, displayed at the convention of the American Associa- 


tion of Industrial Physicians and Surgeons and Industrial Hygiene Association in Cincinnati last 
month, was awarded first prize. This exhibit also received Honorable Mention at the convention of 
the American Medical Association last year and numerous additional requests have been made for its 
showing. 

The exhibit consists of mounted reproductions of X-rays of the heart, accompanied by explanatory 
posters illustrating methods for determining heart size and contours. These indicate the practical 
value of heart-size determination in the various types of diseases of the heart. Incidentally, a table to 
determine heart size used throughout the United States, Great Britain and Canada is one that was 
prepared from studies conducted in the Medical Department of the Equitable by Dr. Harry E. Unger- 
leider jointly with Dr. Charles P. Clark of the Mutual Benefit Life. The plaque awarded to the Equit- 
able is reproduced above. A reproduction of the exhibit was made for the Army and is now on per- 
manent display in the School of Aviation Medicine at Randolph Field, Texas. 


The award is a recognition of the high quality of work done by our Medical Department. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
393 Seventh Ave., New York, N. Y. Thomas |. Parkinson, President 
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GEE, DAD, DONT LIFE 
INSURANCE AGENTS 
EVER STOP STUDYING? 
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policyholders are continually confronted with are worth keeping in mind. 


The man who never rsa hie saegncipirn 
new life insurance problems. As they arise, the When problems arise in connection with your 





stops studying 


Most people realize that a life insurance agent 
is usually a man who “likes people” and wants to 
help them. 


What isn’t so obvious is that wanting to be help- 
ful isn’t enough. An agent must also know how... 
and that requires knowing how changing condi- 
tions affect policyholders. 


For instance, agents today must be able to an- 
swer such new questions as: “Is my life insurance 
affected by the new war clauses?”.. .““How may 
my life insurance be tied in with my Social Se- 
curity?”...“Do the new taxes require any change 
in my life insurance arrangements?”... and scores 
of other questions arising from changing condi- 
tions. 


An agent is always “going to school” because 


agent must be ready with advice and counsel. 
Accordingly, he prepares himself in many ways; 
for example, he attends educational meetings and 
takes correspondence courses. His studies begin 
the first day he enters the business and continue 
until he retires. 


Last year, many Metropolitan Managers and 
Assistant Managers, who supervise and _ train 
agents, attended 91 special three-week schools. 
Additional schools are now in progress. Field 
training instructors are constantly at work with 
the agents both in the field and in classrooms. 


Nearly a thousand field-men are enrolled in, or 


have completed, the course which brings the cov- 
eted designation, “Chartered Life Underwriter?’ 

In short, keeping abreast of new developments 
and how they affect your life insurance program 
is a big part of the field man’s responsibilities. If 
you are a Metropolitan policyholder these facts 


life insurance, remember that your agent has 
probably been confronted with the same ques- 
tions before. He will be glad to help you... to 
give you the benefit of his knowledge, training, 
and experience... to seek, when necessary, the 
benefit of the advice of Home Office specialists. 
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THIS IS THE FORTY-NINTH in Metropolitan’s series of 
advertisements designed to give the public a clearer 
understanding of how a life insurance company oper- 
ates. It appears in: Saturday Evening Post, June 6; 


Business Week, June 6; Time, June 1; American 
Weekly, June 7; Forbes, June 1; United States News, 
June 5; Nation’s Business, June; Newsweek, June 1; 
American Mercury, June; This Week, June 14. 
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Idea of Tax 


Payer Gains Ground 


Outside Possibility Is 
Seen of Enactment of 
Provision This Year 


The idea of granting some measure of 
relief to the federal income taxpayer on 
account of premiums that he is paying 
for life insurance and annuities is strik- 
ing a favorable response and is receiving 
a lot of influential support. Especially 
encouraging is the fact that this support 
has been elicited in favor of a proposal 
so new as this. As a matter of fact, the 
National Association of Life Underwrit- 
ers which assumed the leadership in the 
cause seems to have started out with the 
idea that about all that could be done 
this year was to open up the subject for 
discussion in the hope of getting serious 
consideration for it next year. In other 
words it felt that about all that could 
be accomplished was to engage in mis- 
sionary work. Now, however, the recep- 
tion has been so favorable that there ap- 
pears to be an outside chance that the 
proposal will be embodied in the revenue 
bill now under consideration. . 

Those advocating the plan point out 
that it is in harmony with certain other 
proposals that were advanced by Ran- 
dolph Paul, expert for the Treasury De- 
partment, particularly that there be de- 
ductions on account of unusual medical 
expenses incurred by the taxpayer, ex- 
pense of providing college education tor 
dependents ages 17-21, and for part ot 
the cost of domestic help. There has 
been no definite proposal offered but 
some of the advocates of the plan con- 
sider that a proper deduction for pre- 
mium payments would be 10 percent of 
the income with a maximum of from 
$500 to $1,000. In Australia a maximum 
deduction of £100 is allowed. In Eng- 
land the taxpayer is given a refund of 
$17.50 for every $100 of premium that he 
is paying up to one-sixth of his net in- 
come, 


Want Treasury Support 


An effort is being made to get the 
Treasury Department to sponsor the 
Provision rather than having it come 
from another source. The insurance peo- 
ple are working in harmony with the 
Treasury Department, so far as possible. 

The insurance interests were greatly 
disappointed that the House ways and 
means committee gave tentative approval 
to the idea of providing a $60,000 estate 
tax exemption which would include all 
assets including life insurance instead of 
the present exemption of $40,000 for the 
general estate and a specific exemption 
of $40,000 for life insurance. However, 


those in touch with the situation at 
Washington feel that there is still a 
50/50 chance that this change will not 
be finally approved. 

The executive committee of the New 
York chamber of commerce has lent its 


T'wo Organizations Hold 
Relief for Premium Forth in Chicago 


Home Office Life 
Underwriters Meet— 
Jackson in Dual Role 


Two of the important life insurance 
organizations of the country are meeting 
this week at the Edgewater Beach Hotel 
in Chicago and there is the unusual cir- 
cumstance that the president of both 
of the organizations is Henry H. Jack- 
son, actuary of National Life of Ver- 
mont. The Home Office Life Under- 
writers Association was in session Mon- 














H. H. JACKSON 
President H. O. L. U. 


day, Tuesday and Wednesday and the 
American Institute of Actuaries went 
into session Thursday and will continue 
through Friday. 

Mr. Jackson delivered his presidential 
address at the Home Office Life Under- 
writers meeting Tuesday and his presi- 
dential message at the actuaries’ meet- 
ing Thursday. 

(CONTINUED ON PAGE 10) 





influence to the movement in behalf of 
amending the revenue laws to release 
from federal income taxation a limited 
part of life insurance premium payments. 
Such a provision, the executive commit- 
tee stated in a resolution, will offer an 
incentive for carrying life insurance to 
many with increased incomes and that 
would tend to reduce the amount of 
money used for purchasing commodities 
and hence be an anti-inflationary influ- 
ence. 

Increases in premiums on life policies, 
the committee points out, would bring 
additional amounts to the aid of the 
fiscal affairs of the government and to 
employment giving enterprises. The tax 
policy of the government should be to 
maintain the individual’s ability to make 
essential savings and normal repayment 
of debt. 


American Institute 
of Actuaries Has 
Annual Convention 


Henry H. Jackson, actuary of National 
Life of Vermont, in his presidential ad- 
dress at the annual convention of the 
American Institute of Actuaries Thurs- 
day at the Edgewater Beach Hotel, Chi- 
cago, suggested 
that the federal 
government put out 
certain federal is- 
sues especially de- 
signed for holding 
by trustees and 
quasi - trustees. 
These securities, if 
not transferred, he 
suggested, might 
give a higher yield 
than that of ordi- 
nary issues but if 
transferred or re- 
linquished, a lower 
yield. 

That the great 
educational and benevolent institutions 
may carry forward their indispensable 
and patriotic tasks throughout the crisis 
without too serious impairment of effi- 
ciency and may not be deprived of the 
high privilege of subscribing generously 
to war bonds, some such compromise 
with the excellent purpose of keeping 
the servicing of federal bond issues as 
low as possible seems almost imperative, 
he declared. 





H. H. Jackson 
President A. I, A. 


Worries of the Actuary 


Throughout the war the mind of the 
actuary will be beset by many more 
practical troubles than mere worry over 
his own seeming futility, Mr. Jackson 
declared. The business has recently been 
through a period of gradual reduction in 
total insurance in force. That presented 
special problems. There were tempta- 
tions to force new business through ex- 
cessive expense allowances, to recruit 
the selling ranks with unprofitable raw 
material, to take poor risks in despera- 
tion because good risks were scarce, to 
introduce unjustifiable policy features in 
competition. He feels that another such 
period of low insurance production lies 
ahead. Once more, he declared, it wili 
be the unpopular duty of the actuary to 
oppose every specious new appeal which, 
if yielded to, can mean in the long run 
nothing but needless expense to persist- 
ent policyholders and a weakening of the 
insurance structure just at a time when 
its impregnable strength is of supreme 
importance. 

Mr. Jackson outlined his conception of 
the high national service that actuaries 
are rendering and are prepared to ren- 
der. The young actuaries, he said, have 
quitted themselves like men in meeting 
the arduous educational requirements 
imposed and in dealing with practical 
professional problems. They have a 
right to the full confidence of everyone 
who may consult them because they 
have earned their knowledge through 
trial and through experience. 

The actuary in government service, 

(CONTINUED ON PAGE 13) 





Fears Upward 
Trend in 
Mortality Ratios 


Dr. Johann, at Medical 
Section Meeting, Cites 
Unfavorable Influences 


COLORADO SPRINGS—Fear that 
the close of a cycle of lowering mor- 
tality ratios has been reached was ex- 
pressed by Dr. A. E. Johann, medical 
director of Bankers Life of Iowa, in 
addressing the annual meeting of the 
Medical Section of the American Life 
Convention here on “The Medical Di- 
rectors Role in Underwriting Selection 
of Life Insurance Risks.” There are, 
he pointed out, being eliminated due to 
entry in the armed forces a large num- 
ber of those prospects most nearly per- 





DR. A. E. JOHANN 


fect physically who under ordinary con- 
ditions would be the most desirable 
risks. There is to be expected increased 
mortality from the men in the aviation 
services, many of whom had secured 
standard life policies without aviation 
restrictions while still engaged in civilian 
occupations. 

Although civilian deaths attributable 
directly to bombings or other military 
operations probably will be relatively 
few, yet poor housing conditions in 
overcrowded industrial centers, speed 
up in factories, increased number of 
women in industry and a lowered stand- 
ard of living have possibilities of con- 
tributing to increasing mortality expe- 
rience. In 19 large American cities the 
death rate from tuberculosis in 1940 in- 
creased over 1939. 

Dr. Johann recommended that the 
American Life Convention undertake to 
bring about some program of coopera- 

(CONTINUED ON PAGE 12) 
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a Grouyi Sedds 
Forth at Beaumont 


A. L. Dern Gives Com- 
forting Message as to 
Effects of War 


A. L. Dern, vice-president and direc- 
tor of agencies of Lincoln National Life, 
in addressing the convention of the 
Texas Life Underwriters Association at 
Beaumont analyzed the probable effect 
of the war on life insurance sales, mor- 
tality, interest earnings and company 
expenses. 

Life insurance policies, he declared, 
will continue to be as strong as the 
financial, economic and social fabric of 
the nation. However, the net cost will 
probably increase somewhat. 

There are certain influences that are 
likely to contribute to favorable civilian 
mortality while the effect of direct 
enemy action may not be too severe. 
Highway accidents are likely to decline. 
Advances in public health are likely to 
check the spread of any plagues that 
may arise. Those in the armed forces 
are generally speaking of the younger 
ages and are not heavily insured. War 
deaths in Great Britain in the last war 
amounted to about 2 percent of the 
population. The British companies paid 
all claims in full, The same ratio in 
this country in this war would mean 
2,500,000 war deaths but Mr. Dern ex- 
pressed the opinion that the present style 
of combat does not involve the mass 
slaughter such as occurred at Verdun. 
Although extra mortality due to the war 
may cause a modest rise in the cost of 
insurance it is not likely to imperil the 
soundness of the companies or even to 
make serious inroads upon surplus. 


Government Bond Purchases 


Increasingly the great bulk of life in- 
surance funds available for investment 
will go into government bonds. The 
life companies may be able to absorb 
between two and 2% billion dollars of 
new government loans annually. The 
rate of interest paid on government 
bonds will be an important factor in 
determining the net cost of insurance 
especially in connection with endowment 
and retirement annuities. It is unlikely 
that the war time borrowing interest 
rate of the government will rise mate- 
rially above its present level of about 
24% percent. The largest companies 
have reduced the rate used in calculat- 
ing reserves on new policies to a 2% 
percent or 214 percent level and some 
reduced the rate to be paid on policy 
proceeds to as low as 2 percent. 

There are some favorable investment 
possibilities, however. Railroad bank- 
ruptcies are likely to be avoided until 
after the war and with the government 
monopolizing the capital market a halt 
is likely to be called to the widespread 
refunding of bond issues at lower rates 
of interest. Moreover the 2% percent 
interest rate on government bonds com- 
pares quite favorably with many long 
term corporate bonds in recent years 
considering the relative risk involved. 

Mr. Dern predicted that the life insur- 
ance sales will increase during this war 
just as they did the last time. He 
pointed to the situation in England and 


Canada. 

Bernard Klein, Southwestern Life, 
Beaumont, recited some of the experi- 
ences in his selling activity and lessons 
that he has learned. He feels that cor- 
rect mental attitude is the first essential 
to success. He tries to get cash for 
every application, he tries to get an 
annual premium or salary deduction 
plan order. He uses an organized sales 
talk and he speaks in terms of even 
premiums. He carefully routes the 
schedule of his daily calls, he does his 
planning the night before, he talks in 


simple terms, he makes frequent at- 
tempts to close. 
George L. Maltby, district agent at 


Kansas City, Kan., for Equitable Life 
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Harry T. Wright Observes 
35 Years in Business 








HARRY T. WRIGHT 


Wright, associate agency 
Woody agency of 
Equitable Society in Chicago, June 7 
will celebrate his 35th anniversary in 
the life insurance business and with the 
Equitable. He is being given a luncheon 
by the Equitable managers in that city. 

Mr. Wright has established a produc- 
tion record that probably never has been 
surpassed in this country. He has aver- 
aged annually at least $1,000,000 of paid 
business continuously throughout the 32 
years since he started to sell life insur- 
ance. Even counting in the three years 
after he went with Equitable when he 
was in the general cashier’s and collec- 
tion office in Chicago, his average paid 
production probably exceeded $900,000 
annually. 


Millionaire for 19 Years 


Harry T. 
manager of the 


He has been a member of the Equit- 
able’s Million Dollar Club continuously 
for 19 years and is a life and qualifying 
member of the Million Dollar Round 
Table of National Association of Life 
Underwriters. Mr. Wright could have 
qualified for the round table the first 
year it was organized but at that time 
was not interested. 

After entering the production end he 
was for seven years an agent of the 
Courtenay Barber agency of Equitable 
in Chicago. He has been associated 
with the Woody agency for the last 25 
years, 

For 20 years his average production 
has been about $1,400,000 annually and 
before that his average was $500,000 to 
$600,000 a year. 

Mr. Wright is past president of Na- 
tional Association of Life Underwriters 
and also of the Chicago association. 


of Iowa, gave a talk “Do You Want to 
Be a $250,000 Producer?” He empha- 
sized the importance of performance in 
front of the prospect and prestige build- 
ing through the insurance business and 
in civic affairs. He places much em- 
phasis on the place of the wife in caus- 
ing the agent to better himself. 


Averages Over $300,000 a Year 


He has been for 13 years an appli- 
cation-a-week producer and has aver- 
aged over $300,000 every year as an 
agent. He is a former president of the 
Chamber of Commerce as well as lieu- 
tenant-governor of Kiwanis; he is at 
present chairman of the War Chest 
which includes the Red Cross. 

Mr. Maltby started as a debit man 
with Metropolitan in a small Missouri 
town just after the world war. He has 
been with Equitable Life of Iowa in 
Kansas City, Kan,, since 1924. His 
high production was in 1936, $726,500. 
His conservation ratios have been ex- 
ceptional. 


May Eaten Relief 
to $8,000 Insurance 


Total Involved Now 
Nearly Four Times 
War I Record 


WASHINGTON, D. C.—The House 
military affairs committee is considering 
the following amendments to the sol- 
diers and sailors civil relief act: 

Increasing the amount of commercial 
insurance that can be protected through 
government guaranty of premiums from 
$5,000 to $8,000; eliminate the require- 
ment that the soldier when discharged 
pay back to the government any defi- 
ciency existing as between the premiums 
guaranteed with interest and the reserve 
on his policy; allow the men three years 
in which to pay back to the insurer the 
deferred premiums with interest; permit 
the insured to avail himself of the gov- 
ernment guarantee of premiums at low 
interest charges and to allow the com- 
mercial policies with a loan value of less 
than 50 percent of reserve to be granted 
protection through government guaran- 
tee of premiums. Under the present law 
policies with loans of more than 50 per- 
cent are not eligible for relief. 

In World War I, under the soldiers 
and sailors civil relief act there were over 
70,000 applications approved represent- 
ing $12,000,000, in policies. As of April 
30, over 18,000 applications for over $46,- 
000,000 coverage have been received. 


Nearly I 7 Billion 
National Service 
Cover Issued 


WASHINGTON, D. C.—Approxi- 
mately $17,000,000,000 of national service 
life insurance has been written on men 
in the armed services. 

Congress is now considering enact- 
ment of legislation that will grant $5,000 
free life insurance to men in active mili- 
tary service. At present those entering 
the service may apply for a maximum of 
$10,000 coverage within 120 days. 

The War Department has but one 
commissioned officer directing this ac- 
tivity, Lieut. Col. Joseph F. O’Brien. 
All administrative details are handled by 
the Veterans Administration in Wash- 
ington. 

In the former war the war risk insur- 
ance act not only provided for family 
allowances and allotments and compen- 
sation for death or disability but granted 
benefits in the form of automatic and 
contract term insurance. Administration 
was initially by the bureau of war risk 
insurance of the Treasury Department. 





Similar to Present Cover 

War risk term insurance policies were 
in some respects similar to those now 
available. Coverage was open only to 
those actively engaged in the armed 
service and was granted upon applica- 
tion and without medical examination 
within 190 days of entrance into the 
service and before discharge or resig- 
nation, 

The term policy of World War I was 
for one-year, renewable, at increasing 
rates and could be converted into a per- 
manent form within five years after the 
peace date. The amount obtainable was 
a multiple of $500 and not less than 
$1,000 nor more than $10,000 and rates 
charged were the net rates of the Ameri- 
can experience table on a 3% percent 
basis, paid for by monthly premiums. 
Coverage included death or total and 
permanent disability. Death benefits 
were paid in monthly installments. 


Conversion Privilege 


The conversion privilege in connection 
with the war risk term insurance pro- 
vided for seven types of permanent pol- 
icies: Ordinary life; 20-payment life; 
30-payment life; 20-year endowment; 30- 
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Manning and Smith Are 
Named Vice-presidents of 


Canadian Officers Group 


H. W. Manning, Great-West Life, was 
named first vice-president of the Cana. 











nn ne 


H. W. MANNING 


dian Life Officers Association at its an- 
nual meeting in Montebello, Que. He 
will serve under John G. Parker, gen- 
eral manager and actuary Imperial Life 
of Canada, whose election as president 
was announced last week. Second vice- 
president will be M. J. Smith, Equitable 
Life of Canada. Bruce Power, Toronto, 
was reelected secretary. J. D. Buchanan, 
London Life, is honorary treasurer and 
Leighton Foster, Toronto, is legal 
counsel. 


N. J. Savings Banks 


Eye Life Insurance 


NEWARK—The New Jersey Savings 
Banks Association has passed a resolu- 
tion asking for further study of the 
question of savings bank life insurance. 

The adoption of the resolution is the 
result of recent newspaper publicity 
re-emphasizing the timeliness and im- 
portance of this type of service which 
might be rendered by the savings banks 
of New Jersey. 

Last summer there was a report that 
the savings banks would introduce a 
life insurance measure but nothing came 
of it. A bill was introduced in March, 
1941, in the New Jersey legislature but 
was defeated. It was not sponsored by 
the savings banks. 

Officials of the various savings banks 
in New Jersey have been watching the 
progress of savings banks in other states 
in the life insurance field. There are 
only two large savings banks in the 
state, the rest being small. 


Makes Best One Day Record 


The agents of Kentucky Central Life 
& Accident made a special one day drive 
for ordinary in honor of President E. H. 
Speckman’s birthday. They rolled up 
a total of $214,000 of business, the larg- 
est single day’s production in the com- 
pany’s history. 


Jess Abelson, agent of Northern Life 
of Canada in Ottawa, in May qualified 
for the company’s monthly honor roll 
for the 60th consecutive time. He en- 
tered life insurance with Northern Life 
five years ago. 





year endowment; endowment maturing 
at 62; and five-year term. 

Rates now are fixed on the same basis 
as temporary insurance, with the provi- 
sion that premiums can be paid monthly, 
annually, semi-annually or quarterly. 
Provisions include settlement by means 
of a lump sum or other optional meth- 
ods. A separate life insurance fund is 
authorized in the Treasury department 
for converted insurance. 
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Insurance Buying 
Aids Government's 
Basic Objective 


War Bonds Are Only 
One Part of Program, 
Perry Asserts 


In answer to questions propounded 
by a general agent as to what attitude to 
assume in dealing with policyholders 
and prospects who plead inability to buy 
because of feeling of compulsion to buy 
war bonds, President B. J. Perry of 
Massachusetts Mutual has composed a 
well reasoned letter. 

Mr. Perry said that the government 
seeks to get the whole-hearted coopera- 
tion of every individual in a program 
which Mr. Perry proceeded to sum- 
marize. 

The government wants the individual 
to get his scale of living down very 
close to the level of bare necessity, con- 
suming a bare minimum of nonessen- 
tials, production of which would reduce 
available supplies of materials or man- 
power needed for production of direct 
war value. Individuals should engage 
only in the amount of diversion and 
recreation that is necessary for morale. 

The individual should pay taxes cheer- 
fuly and in full. He should continue to 
support his church and worthy charities. 

Out of income he should pay off his 
indebtedness as rapidly and completely 
as possible and Mr. Perry observed that 
such money finds its way into banking 
channels which necessitates the purchase 
of government bonds. 


Life Insurance 


Individuals should buy needed life in- 
surance and maintain his insurance in 
force. It would be a disservice to the 
government, he points out, to add to its 
problems the job of taking care of be- 
reaved and destitute families. 

Having done these things, then the in- 
dividual should buy all the bonds he 
possibly can. He should get rid of every 
possible temptation to spend for non- 
essentials, 

Mr. Perry pointed out that in Can- 
ada the sale of war bonds has pro- 
gressed tremendously and at the same 
time new life insurance purchases have 
increased and lapses and surrenders have 
decreased. This has been made possible 
by an increased national income and by 
reduced living expenses and economy. 

The fact that there is pressure upon 
the individual to purchase war bonds 
does not mean that all other committ- 
ments and requirements should be laid 
aside and abandoned. The government 
does not intend any such extreme of 
hysteria. 


Fiscal Services Rendered 


Mr. Perry dwelt on the fiscal services 
that are being rendered to the govern- 
ment by life insurance companies. At 
Dec. 31, 1941, total investments of Mas- 
sachusetts Mutual in direct obligations 
of the government were $67,007,739 and 
since then it has already invested an 
additional $9,550,000. During the first 
3% months of the year life companies 
made new investments in government 
bonds of $484,898,569 or 43 percent of 
the total of new investments made dur- 
ing that period. Then for the week end- 
ing April 18, life insurance companies 
alone invested $197,000,000 in govern- 
ment issues or 88 percent of their total 
new investments for that period. In ad- 
dition they are currently buying heavily 
of the Treasury’s new bonds designed 
for large long term investors. 

Aside from the raising of needed 
money, a prime objective of the war 


Army Explains Plan 
on Insurance Aid 


from Life Men 
WASHINGTON, D. C.—War depart- 


ment officials here report that they are 
besieged daily by countless numbers of 
insurance men applying for commissions 
and seeking to aid the army in the dis- 
semination of information regarding na- 
tional service life insurance matters. 

The current policy of the army in 
these activities is to place responsibility 
on organization commanders in the field. 
This procedure is in contrast with that 
which prevailed in World War I when 
there was a staff of commissioned offic- 
ers and clerical personnel directing gov- 
ernment life insurance work for the army 
from Washington. ; 
__Men wanting to help the amy in its 
life insurance activities are advised that 
they can best do so by applying to their 
organizational commanders for work in- 
volving their specialties after they are 
admitted into the army either through 
voluntary enlistment or under selective 
service, and have passed their basic 
training period of 13 weeks. Organiza- 
tional commanders are usually pleased to 
learn of the availability of specialized 
trained men with insurance experience 
under their command. 





bond sales campaign is to apply a meas- 
ure of control in a situation basically 
tending toward inflation. It is designed 
to drain. off a large share of the excess 
income dollars which are “burning holes 
in pockets” of those who have become 
relatively income wealthy over night. 
In the last analysis, he said, it is a 
matter of intelligent and wholehearted 
cooperation with the basic objectives 
the government seeks to accomplish, 
rather than blind compliance with the 
necessary exhortations to buy bonds. 








Williams Slated for 
the Presidency 


It seems a foregone conclusion 
that John Sharp Williams, III, in- 
surance commissioner of Missis- 
sippi, will be elected president of 
the National Association of Insur- 
ance Commissioners at the meet- 
ing next week in Denver succeed- 
ing Commissioner Hobbs of 
Kansas. Mr. Williams is vice- 
president and was formerly chair- 
man of the executive committee. 
Mr. Williams was born June 2, 
1892, at Yazoo City, Miss. He at- 
tended the University of the South 
at Sewanee, Tenn., and Massachu- 
setts Institute of Technology. He 
became a local agent. He served 
four years as chairman of the in- 
surance commission of Missis- 
sippi, being for two terms its pres- 
ident. He is a former executive 
secretary of the Mississippi Asso- 
ciation of Insurance Agents and 
has served six years as insurance 
commissioner. 

Following the usual procedure 
Commissioner Harrington of Mas- 
sachusetts will likely be the next 
vice-president. A number of the 
friends of Commissioner McCor- 
mack of Tennessee are booming 
him for chairman of the executive 
committee. Zone 4 is demanding 
representation on the executive 
committee and so far Commis- 
sioner Johnson of Minnesota 
seems to be the favorite for that 
place. 








Martin Heads Canadian Unit 


TORONTO—C. C. Martin was elec- 
ted chairman of the Life Agency Offi- 
cers Section at the annual meeting of 
the Canadian Life Insurance Officers 
Association at Montebello, Que. Mr. 
Martin is supervisor of agencies for 
Northern Life of Canada. 








another for $5,000. 


to 1944 on the other, 


April of 1942. 


payable as a death claim. 


it was in force or not. 


final papers.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 








INCOME FOR 20 YEARS 


In 1919 a candy maker in Pennsylvania, doing very well in 
business, bought a $6,000 endowment, and a year later added 
Apparently he was not so prosperous ten 
years later, for then he felt obliged to permit the insurance to 
lapse for non-payment of premiums. 
an outstanding indebtedness, and the remainder of the value 
was applied automatically to extend to 1942 on one policy and 


The two policies were running on extension when he died in 
One of the two extensions was due to run out 
only 16 days after the day he died, with a pure endowment of 
$570 available, but the 16 days of leeway made the policy 


The widow, who was the beneficiary, received $356 in cash, 
and is to receive $45.65 income each month, guaranteed for 20 
years, and thereafter as long as she lives. 


The underwriter settling the claim wrote: “She was aware 
that her husband had had insurance, but was not sure whether 
She certainly was surprised when I 
informed her what amount she will receive. 
convinced that this amount would be paid until I presented the 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The company cancelled 


She was not yet 


JOHN A. STEVENSON 
President 














Agency Practices 
Pact Is Subjected 
fo Much Strain 


National Life Withdraws 
From Inter-Company 
Agreement 


What to do about accepting new 
business from agents who have taken 
jobs in war industries is proving a 
heavy strain on the agency practices 
agreement and more than one company 
has become so incensed at the reported 
widespread violation of the rule against 
keeping part-time agents under con- 
tract in the larger centers that they are 
seriously considering withdrawing from 
the agreement. 


The situation is, of course, aggravated 
by the fact that a number of prominent 
companies are not signatories to the 
agreement. A signatory company striv- 
ing to live up to the letter and spirit 
of the agreement finds itself in a diffi- 
cult position in taking a firm stand with 
an agent who has obtained a war indus- 
tries job when some other company, 
signatory or not, will readily license the 
man. 


Committee on the Job 


The agency practices committee of 
the Life Agency Officers Association is 
keeping abreast of the situation and is 
currently engaged in obtaining company 
viewpoints so as to work out a solution 
that will take care of the condition that 
has arisen. It is known that there is 
quite a divergence of views among com- 
panies. Some feel that amending of the 
agency practices agreement to permit 
men in war industries to write life in- 
surance would weaken the entire struc- 
ture and would place these men in com- 
petition with agents who are giving 
their full time to life insurance selling. 

Others feel that the condition is a 
special one that will be limited to the 
war’s duration and that as a practical 
matter is going to be extremely difficult 
to curb, even though all the signatory 
companies hold strictly to the rule, un- 
less a much higher percentage of com- 
panies bind themselves by the agree- 
ment than is now the case. 


Motive Is Problem 


What makes the status of the part- 
time agent having a war industries job 
a problem is his motive in wanting to 
hold these two jobs. The man who has 
some valuable technical skill in which 
he became an expert before going into 
the life insurance business may be mak- 
ing a real sacrifice to go into a war 
plant and it seems unfair that he should 
be penalized in any way for responding 
to his country’s call in the way in which 
he can do the most good. 

On the other hand it is very hard to 
distinguish between this type of case 
and the agent who perhaps has not been 
doing so well and sees an opportunity 
to earn a handsome rate of pay in a war 
industry and very likely write some life 
insurance business through the contacts 
he can make there. The difficulty of 
getting an entree to war plant personnel 
makes it very tempting to get a job 
in a plant and work from the inside at 
making up prospect lists. 


NATIONAL LIFE ACTION 


National Life of Vermont withdrew 
recently from the inter-company agree- 
ment and the withdrawal was accepted 
two days later. 

Though withdrawing from the agree- 
ment as a company, National Life has 
made it clear to its general agents that 
any of them are at liberty to continue 

(CONTINUED ON NEXT PAGE) 
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50-Year Insurance 
Veteran Is Feted 








HARRY O. KRAMER 


Fifty years ago, Harry O. Kramer of 
Columbus, O., signed a contract to sell 
life insurance for New York Life in In- 
diana and for almost 15 consecutive 
years he consistently qualified for mem- 
bership in the $200,000 Club. Thirty- 
five vears ago he joined North Ameri- 
can Life of Chicago which was then but 
afew months old. The first year he led 
the entire field in personal production, 
being president of its first $200,000 Club. 

For the next nine years, he was en- 
gaged in opening Missouri, Kansas, 
Oklahoma and Minnesota and doing de- 
velopment work in Wisconsin and IIli- 
nois. Early in 1909, he moved to St. 
Joseph, Mo., and it was there he be- 
came acquainted with E. S. Ashbrook, 
whom he induced to enter the life in- 
surance business. Mr. Ashbrook became 
vice-president of North American Life 
in 1919 and president in 1927. 


Took Charge of Ohio 


Twenty-five years ago, Mr. Kramer 
tcok over Ohio for North American Life 
and through the years the Ohio Agency 
has consistently shown the best persist- 
ency record and the best mortality rate 
of any of the agencies. 

The other day the Ohio organization 
gathered with Vice-president Paul Mc- 
Namara and Superintendent of Agencies 
C. G. Ashbrook to celebrate Mr. 
Kramer's 50 years in the business and 
with North American Life in 


25 years 
Ohio. 

Mr. Kramer has sold life insurance in 
15 ditferent states and says human na- 
ture is the same everywhere. As _ evi- 
dence that Mr. Kramer is still very 
much on the job, his agency was second 
high both in new premiums and in vol- 
ume for the North American agency 
force for 1941. 


Siegel Trial Set for June 10 
NEW YORK—Samuel M. Siegel, co- 
proprietor with his brother, Morris H. 
Siegel, of Policyholders Advisory Coun- 
cil, was scheduled to be tried Monday 
on a charge of passing a worthless check 
tor $500 but the hearing was adjourned 
to June 10 on motion of the defendant's 
lawyer because one of the defense wit- 
nesses failed to appear. The defendant, 
who pleaded not guilty, continues pa- 
roled in the custody of his lawyer. 
_ The district attorney's office is. still 
Investigating the Siegels’ activities as 
the result of receiving the minutes of 
the trial in which the Siegels unsuccess- 
fully sued Metropolitan Life for $10,000 
because a Metropolitan manager referred 


to the Siegel concern as “swindlers.” 
The trial judge, on motion of Metro- 
politan’s counsel, ordered the trial min- 
utes placed in the hands of the district 
attorney, who turned them over to the 
frauds bureau of his office for investiga- 
tion, 


Cochrane Agency Outing 


The Claude Cochrane agency of Gen- 
eral American Life, Kansas City, will 
hold its annual fishing trip at the Lake 
of the Ozarks, June 26-28, with 14 agents 
from Kansas and western Missouri who 
qualified. 


Gantz Heads P. M. General Agents 


Joseph M. Gantz, Cincinnati general 
agent, has been elected president of the 
Pacific Mutual General Agents Associa- 
tion, in succession to the late Carroll 
C. Day of Oklahoma City. 


Nelson Resigns Post in 
Ill. Department; Kinney 
and Parkinson Advanced 


R. T. Nelson, chief deputy of the 
Illinois department for the past eight 
years, has resigned, but he will remain 
with the department for the time being 
in order to complete certain studies. 

N. P. Parkinson of Decatur, who for 
the past year has been assistant director 
of insurance, has been advanced to be- 
come chief deputy, and Clarence M. 
Kinney of Chicago has been advanced 
from special deputy to assistant director. 

Mr. Parkinson will serve in the gen- 
eral administrative functions of the de- 
partment, and particularly in the con- 
duct of formal hearings which have in- 
creased in number to the extent that a 
second hearing officer is required. Mr. 


Kinney, in addition to his new duties, 
will continue to superintend the activi- 
ties of the rating division including the 
filing of rates in the fire and motor 
vehicle branches. 


Boston Life & Trust Group Elects 


At the June 11 meeting of the Boston 
Life Insurance & Trust Council the fol- 
lowing officers were elected: President, 
M. L. Buchanan, Buchanan Estate 
Service; vice-president, A. B. Tyler, Na- 
tional Shawmut Bank; treasurer, J. C. 
Donahue, Webster & Atlas National 
Bank; secretary, William C. Coogan; 
executive committee, Fitzhugh Traylor, 
Equitable Society; E. M. Hallett, State 
Street Trust; R. J. Lawthers, New Eng- 
land Mutual; H. W. Spring, Merchants 
National Bank; George Twigg Jr., 
Phoenix Mutual; and P. S. Gaither, Mer- 
chants National Bank. 
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“THAT MAN ROBERTS SEEMS TO BE 
EVERYWHERE, RALPH’ 


“BEST INSURANCE MAN IN TOWN, 
TOM—AND A REAL CREDIT 
TO THE COMMUNITY...” 





. «- Which reminds me that you and I owe a lot to men 
like Roberts. They serve the interests of the individual 
and of the whole community by doing their best to see that 
every man has the insurance he needs. It’s a big job, a 


mighty important service to all of us!” 


LIFE INSURANCE COMPANY 


OF Boston, MASSACHUSETTS 
GUY W. COX, President 
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W.T. Craig Heads 
Cincinnati Body 


W. T. Craig, general agent Aetna Life, 
was elected president of the Cincinnati 
Life Underwriters Association at its 70th 
anniversary meeting. The new vice- 
president is C. H. Wible, general agent 
: nion Mutu:z vi and the new treasurer ee 

Johannigman, supervisor Union Cen- 
a home office agency. Paul H. Burk- 
man, manager Bankers of Iowa, was re- 
elected secretary. Judd C. Benson, man- 
ager Union Central, was named national 
committeeman and Burt Wulfkoetter, 
Massachusetts Mutual, representative to 
the Ohio state association. The new di- 
rectors are George Vinsonhaler, general 


agent John Hancock, T. W. Strange, 
general agent Ohio National; W._B. 
Hardy, New England Mutual, and Ken 


Albers, manager life department of the 
Thomas E. Wood agency. , 

Branch Rickey, general manager 5t. 
Louis Cardinals, the principal speaker, 
strongly praised life insurance as the 
best form of investment. His emphasis 
on the urgency of immediate all out war 
effort and the importance of little things 
- selling as illustrated by a ball game 
lost because one ball was not a curve re- 
ceived enthusiastic applause. 

In honor of the 70th anniversary of the 
founding of the Cincinnati association, 
many items of historical interest were 
displayed at the different tables, includ- 
ing a reprint of the famous article writ- 
ten in 1913 by Chas. W. Scovel of Pitts- 
burg, national president 1905-6, on the 
story of the development of the move- 
ment. Twenty-two past presidents of the 
Cincinnati association gathered at a spe- 
cial: table. 





Distribute ‘Phone Directory 
for Baltimore-Washington 


Distribution is being made this week 
of the first edition of the Baltimore- 
Washington Insurance Telephone Di- 
rectory published by Tue NATIONAL 
Unperwriter. The Baltimore-Washing- 
ton book is similar in appearance and 
makeup to the ones published by THE 
NATIONAL UNpDERWRITER for Chicago, 
Detroit, Pittsburgh, Philadelphia, Bos- 
ton and Dallas-Houston. The Balti- 
more-Washington book thus becomes 
the seventh in the list of those pub- 
lished by THe NATIONAL UNDERWRITER 
for the principal cities of the country. 

Recognizing that both Baltimore and 


Washington are assuming additional 
importance as insurance centers, THE 


NATIONAL UNDERWRITER decided to pub- 
lish an insurance telephone directory 
for these two cities annually. The new 
book contains the name, address and 
telephone number of all of the agen- 
cies, general agencies, branch offices 
and home offices in both Baltimore and 
Washington, The makeup of the book 
is such that it is convenient to use. 
With it, all insurance telephone num- 
bers in the two cities can be found in 
the quickest possible time. The Balti- 
more-Washington book was compiled 
by E. H. Fredrikson, resident manager 
of Tue NATIONAL UNDERWRITER, with 
offices at 1127 Fidelity-Philadelphia 
building, Philadelphia. Additional 
copies of the book may be obtained 
from him or by writing to THE 
NATIONAL UNDERWRITER, 175 West Jack- 
son boulevard, Chicago. 





Melsted Heads Actuaries Club 

Gordon Melsted of Equitable Life of 
Iowa was elected president of the Des 
Moines Actuaries Club, succeeding Wil- 
liam Rae, Bankers Life of Iowa. Harold 
Allen, Bankers Life, was named secre- 
tary-treasurer. 


Unusual Contest Prizes 

Northern Life of Canada currently is 
running a sales contest that provides, 
instead of the usual merchandise prizes 


that the company send cigarettes to 
friends of Canadian and U. 3. agents 
who are in service. 
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Penny Patent 
Turning Point in ; 
D. H. Ward's Career 








A penny postcard had a vital influence 
on the business career of Diederich H. 
Ward of the C. B. 
Knight agency of 
Union Central, who 
is scheduled for 
election as admin- 
istrative vice-presi- 
dent of the New 
York City Life Un- 
derwriters Asocia- 
tion at the annual 
meeting this month. 

The postcard was 
from ‘Prot. EE. 1: 
Thorndike of Col- 
umbia University, 
internationally fa - 
mous psychologist. 
It was a request for some life insurance 
information and was addressed merely 
to the company with which Mr. Ward 
had been connected for the previous two 





D. H. 


Ward 


years after graduating from Columbia 
University. The manager turned the 


card over to young Ward, knowing him 
to be a Columbia graduate. However, 
Mr. Ward had not been acquainted with 
Professor Thorndike at Columbia nor 
taken any of his courses. 


Paved Way for Contacts 


Professor Thorndike not only bought 


a policy from the young agent but 
opened his eyes to the possibility of 


doing business with other faculty mem- 
bers. The psychologist pointed out that 
professors were insurance-conscious and 
would like to be helped along the road 
to savings by someone whom they could 
trust. When Mr. Ward wondered how 
he would go about this Professor Thorn- 
dike offered to introduce him to some 
of the leading faculty members. This 
became an endless chain which grew to 
some 300 clients among the Columbia 
faculty. 

For many years Mr. Ward spent about 
half his time working among the faculty 
members of Columbia, though this has 
not been true of the last few years since 
the full effect of the life insurance and 
pension plan administered by the Car- 
negie foundation through the Teachers 
Insurance & Annuity “Association has 
made itself felt. 


Used Professional Concept 


Mr. Ward’s work among Columbia 
professors convinced him of the desir- 
ability of operating on a professional 
basis back at a time when the profes- 
sional concept of life insurance selling 
was not anywhere near as much in the 
air as it is today. He is energetic and 
and doesn’t mind the rigors of straight 
canvassing but it was clear from the 
outset that the hammer-and-tongs sell- 
ing style in vogue 30 years ago was not 
the thing to use on scholarly gentlemen 
who wanted to deal with someone whose 
advice and integrity they could trust im- 
plicitly. 

Mr. Ward is rightly proud of his 
Clientele which includes such well known 
names as W. O. Douglas, associate jus- 
tice of the United States Supreme Court; 
Roswell Magill, former undersecretary 
of the Treasury; Raymond Moley, the 
pioneer Roosevelt brain truster, now of 
“Newsweek” magazine; Robert P. Pat- 
terson, assistant secretary of war, and 
Rexford Tugwell, governor of Puerto 
Rico. 


Million-Dollar Producer 


Mr. Ward was a member of the Mil- 
lion Dollar Round Table last year and 
has been a member of the Union Central 
$500,000 club since its inception. His 
father, J. Carlton Ward, was president 
of the New York City association in 
1905. A brother, J. Carlton Ward, Jr., 
is president of Fairchild Aviation. 

Though having no previous business 
or public speaking experience, Mr. 
Ward's wife some years ago addressed 


Enuitalile Has Now 
Western Pa. Setup 


Equitable Society’s new western Penn- 
sylvania agency setup was announced at 
a luncheon meeting at Pittsburgh by 
William J. Graham, vice-president in 
charge of agencies. The Edward A. 
Woods Company, which for many years 
has had charge of western Pennsylvania, 
has been dissolved and is replaced by 
unit management organizations. 

William M. Duff, ‘who has been presi- 
dent and manager of the Woods Com- 
pany, continues in Pittsburgh as general 
agent of Equitable. Lawrence C. Woods, 
Jr., third generation of the Woods fam- 
ily in the Equitable, will be manager of 
the new Woods agency in Pittsburgh 
and will have supervision over district 
offices in Erie, Newcastle and Bradford, 
Pa., Youngstown and Steubenville, O., 
and numerous other points in western 
Pennsylvania and eastern Ohio. 

“The Equitable has acceded to the re- 
quest of the Woods Company to effect 
this reorganization,’ Mr. Graham said, 
“because it is believed that, especially 
under present conditions, an even better 
service to policyholders can be rendered 
through the more localized service cen- 
ters.” 

Reviewing the history of the Pitts- 
burgh agency, which is one of the oldest 
in the country, Mr. Graham pointed out 
that it had kept pace with the develop- 
ment of the greater Pittsburgh industrial 
area and for the last 25 years it has been 
the largest life insurance agency in the 
world. He expressed Equitable’s appre- 
ciation of the agency’s great contribution 
and said he felt confident the same high 
order of service to policyholders would 
be continued by the personnel under the 
new plan of management. 





Wesselmann to Cleveland 
for New York Life 


R. A. Wesselmann, since 1937 agency 
director of New York Life in Toledo, 


has taken charge of the Cleveland 
branch, succeeding Don Parker, who is 


transferred to Pittsburgh as inspector 
of agencies. Mr. Wesselmann started 
with the company as an agent in Cleve- 
land in 1927, remaining in that city until 
five years ago. The past year he served 


as president of the Toledo Life Man- 
agers Association, trustee of the Toledo 


Life Underwriters Association, and vice- 
president of the Toledo C. L. U. chapter. 
Paul T. Nutting, agency director of 


the Lafayette branch in Detroit, suc- 
ceeds Mr. Wesselmann in Toledo. He 
has been with the company 21 years, 


in Indianapolis and Detroit. 


Big Month in Federal Life 


Uncommon efforts are being put forth 
this month by the Federal Life field 
force to make a strung showing because 
June is Cavanaugh Month, Aa ied 
President L. D. Cavanaugh. Mr. Cava- 
naugh’s birthday was Tuesday, June 2, 
and that was also his third year in the 
presidency of Federal Life. 


The field forces have been divided 
into three groups, known as the army, 
navy and marines with Vice-president 


Spencer Keare in charge of one group, 
Vice-president John F. Williams another 
and Vice-president George Barmore the 


third. A system of bonuses has been 
worked out and those in the leading 
group will get an even larger bonus. 


The slogan for the month is “Write an 


scl and Slap a Jap.” 





a Union Central agents’ convention in 
Cincinnati on how a wife can help her 
husband in business. This made such 
a hit that she was later asked to give 
it before the New York City Life Under- 
writers Association and the Minneapolis 
association. 

Mr. Ward has for some time been a 
director of the New York City Life 
Underwriters Association and_ served 
three terms as vice-president from 1936 
to 1939. 


Columbian National 
Marks 40th Year 


30STON—June 5 marks the 40th 
anniversary of the founding of the Co- 
lumbian National Life and the 40th 


year of service of President Francis P, 





FRANCIS P. SEARS 


Sears. As a special snag oor a 
business campaign has been lat 
ending July 13. 

A bronze plaque will be presented to 
President Sears as a fitting tribute and 
replicas of this plaque, suitably inscribed, 
will be presented to qualifiers in the 
contest. 

The occasion for the presentation of 
the plaque will be the 40th anniversary 
of the day that Columbian Nationa! first 
started doing business on Sept. 11. On 
that day representatives from all over 
the nation will gather in Boston to do 
honor to President Sears. 


new 


nched 


Discuss Ways to Improve 
Negro Lapsation 
NEW YORK.—Ways of improving 


the lapse rates among Negroes were dis- 
cussed at a meeting this week of the 
committee headed by Elmer Carter, dis- 
tinguished Negro leader. The commit- 
tee was appointed by Superintendent 
Pink some months ago and _ includes 
representatives of the insurance depart- 
ment, the life companies, and promi- 
nent Negroes. 

The lapse and the mortality records 
of the usual run of Negro risks have not 
been such as to make most companies 
want to write this class of business, 
although the law against discrimination 
does not permit them to turn down 
Negro risks solely on the basis of color. 
As it works out in practice very little 
Negro business is solicited except the 
highest type of professional men. 


Mortality investigations have shown 
that Negroes have a definitely higher 


mortality and that it would be justifiable 
to charge a rate based on a substandard 
table. Since there are some 600,000 
Negroes in New York City the question 
of proper insurance for Negroes is one 
of considerable importance. While it is 
recognized that racial temperament has 
some bearing on the poor persistency 
record it is believed that considerable 
improvement could be made by better 
conservation methods. 


John Hancock N. J. Managers Elect 


Henry L. Gottesman, manager of the 
Newark industrial branch agency of 
John Hancock Mutual Life, has been 
elected chairman of the company’s 
North Jersey Managers Association 
with John D. Ledder, Palisades, N. J., 
as secretary. Mr. Gottesman, Mr. 
Leader and Manager Robert Parr of 
Hoboken, will form the ways and 
means committee of the association. 
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Penn Mutual Life Holds 
Two Weeks Agency 
Building School 


Penn Mutual Life has been holding an 
agency building school at the home ot- 
fice, the first in eight years, training 17 
general agents and supervisors. The two 
weeks’ school was directed by Second 
Vice-president E. Paul Huttinger. 

The whole problem of operating as 
general agent or supervisor was studied 
in detail, beginning with seeking a rec- 
ruit, training him, helping him form 
work habits, supervising his work. The 
second theme was the pattern of opera- 
tion of an agency, analyzing its morale 
and financial problems, and organizing 
its selling methods. This led into the 
subjects of marketing and prospecting. 
And finally came a series of studies of 
interdepartmental functions, with expla- 
nations of the uses of specializations. 


President Stevenson Speaks 


President John A. Stevenson presented 
to the school the picture of the company 
as a whole, and spoke on the life insur- 
ance business as an essential industry 
playing an important part in the war 
program. 

Vice-president Eric G. Johnson anal- 
yzed the opportunities in general agency 
work, while Second Vice-president Wal- 
lis Boileau, Jr., went into the agency 
finances, and Urban F. Quirk told of 
methods of financing new agents, and A. 
Moseley Hopkins, Jr., gave techniques of 
training and inculcating work habits. 

Other fields were covered by general 
agents from throughout the country. 

At the final session of the school an 
inspiring address was made by J. How- 
ard Jefferies, former agency secretary of 
the company. 

Attending the school as students were 
general agents Thomas E. Gray of 
Tampa, George E. Kirk of Davenport, 
Tom E. Liscomb of Louisville, Walter 
T. Schutt of Miami, Jack R. Watson o: 
Oklahoma City, Harry E. Wuerten- 
baecher of St. Louis. 

Supervisors attending: Hirtus E. Alles 
of Buffalo, Clark P. Erwin of Spokane, 
James B. Gates of Little Rock, Paul S. 
Lewis of Chattanooga, Fred R. Luthy of 
Peoria, Arthur A. Madden of Jackson, 
Felix W. Shank of Montgomery, John 
E. Spence of New York, Franklin G. 
Stull of Philadelphia, George H. Thoba- 
ben of Cleveland, William J. Wright of 
Pittsburgh. 





Illinois Bankers Life 
Festivities in Chicago 


Vice-president Hugh D. Hart of the 
Illinois Bankers Life was in Chicago 
Tuesday, tendering a luncheon in honor 
of the newly appointed Chicago man- 
ager, Robert Mercer, who had served 
for many years as an agent of the 
Bankers Life of Iowa in that city with 
great distinction. Harry E. Wood, 
home office representative who has 
been in charge of the Chicago office 
but who now gives all his time to gen- 
eral agency work as assistant to Mr. 
Hart, presided over the deliberations. 
Mrs. Hugh T. Martin and her daugh- 
ter, Helen Jean, graced the occasion by 
their presence. The late Mr. Martin 
was president of the company and at 
the time of his death was chairman of 
the finance committee. 

Mr. Hart declared that the greatest 
factor today in life insurance is man- 
power. He said that the business needs 
first-class man, not merely common or 
numerous ones. Priorities, he acknowl- 
edged, in the field of the tangibles are 
necessary in war times. Life insur- 
ance, however, he said, is not in that 
realm, Life companies are siphoning 
money from inflationary channels and 
purchasing government bonds. This 
solidifies the forces that are checking 
inflation. He declared that homes 
should be defended and protected eco- 
nomically. Building along these lines, 
he stated, should continue in times of 
war as well as in peace. 

He anrounced that Mr. Wood would 


now take on general supervisory duties 
and would take charge of considerable 
production work in 14 states. 

Homer Buckley of Buckley, Dement 
& Co., well known advertising house in 
Chicago, said that life insurance has 
now an opportunity that it did not en- 
joy so much before and this should be 
grasped. However, he said, there is 
needed a new tempo in _ approach. 
Agents, he declared, should look more 
to evening calls and contact the wives 
and families. He said that he had in- 
vested $500,000 in his concern but a 
life insurance agent who earns much 
more than he does invests nothing be- 
cause he needs no capital. He asserted 
that this is a fortunate time for an 
agent because new fields are opening. 
There are 2,500,000 families now in the 
income bracket between $2,000 and 
$3,000 a year of income that never en- 
joyed that standard before. There was 
an inflationary situation during World 
War No.1. There is a backlog of sav- 
ings now and with the restrictions 
being imposed by the government he 
predicted that there would not be wide- 
spread inflation during this war. Mr. 
Buckley urged the agents to organize 
their time and said that each man 





Lincoln National Pays 
Policy on Lincoln Life 
Lincoln Life paid the benefic- 
iary of Lincoln Life the face value 
of a Lincoln Life policy, and if 
that sounds confusing, here are 
the facts: Several years ago one 
Lincoln G. Life, a resident of Red- 
key, Ind., took out an insurance 
policy with Lincoln National Life. 
Several days ago Mr. Life died, 
and Lincoln Life paid the policy. 
A further coincidence was that the 
last attending physician for Mr. 
Life was.-Dr. E. H. Hall. The 
founder and chairman of the board 
of the Lincoln National Life is 
Arthur F. Hall. 





should be wholly prepared for the work 
before him. 

Other speakers were Mrs. Martin, 
Capt. Claude Robinson, who is one of 
the leaders in the Chicago agency and 
who conducts a boys’ camp in Wiscon- 
sin during the summer; Joseph Smith 
of Waukegan, who had been associated 


with Mr. Mercer in the Bankers Life 
of Iowa work, but is now a free lance 
broker, paid tribute to him. C. M. 
Cartwright, THE NATIONAL UNDER- 
WRITER also spoke. 
Bankers’ Friends Speak 

A quartette of Bankers Life agents, 
personal friends of Mr. Mercer spoke 
in eulogy of him, they being L. P. Mc- 
Clanahan, John Sweeney, J. H. Allen 
and H. L. Auten. Mr. Mercer was 
called on as the last speaker. 





Western & Southern All Out 


Following the recent announcement 
by President C. F. Williams of the 
Western & Southern at a special em- 
ployes’ meeting that all 158 branch of- 
fices were participating in the purchase 
of war savings bonds under the pay- 
roll allotment plan, it is announced that 
the home office employes are just as 
wholeheartedly behind the plan and 
have also subscribed to it 100 percent. 
Thus every employe of the organiza- 
tion, which consists of over 3,000 peo- 
ple has now pledged a portion of his 
income for the regular purchase of war 
savings bonds. 
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Good News for NYNL policyholders . . . 


Good Reading for all life insurance owners 


N*NL presents the latest in a series of distinctive annual reports in the 

factual, informative, yet readable ‘‘humanized”’ style pioneered by 
this Company. Publication of this yearly report is an event on a par 
with issuance of NWNL’s annual statement on the first business day of 


each year. 


The current edition maintains the pace set by its predeces- 


sors; it gives a clear, sharp picture of continued growth in rugged strength 
and essential service to the nation in wartime, not only by NWNL but by 
the institution of life insurance as a whole. 
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Debit Handling 
Is Adjusted to 
War Conditions 


Much attention being given by the 
companies writing both industrial and 
ordinary these days to the question of 
eliminating unnecessary time and mo- 
tion spent by agents in selling and 
servicing their debits. The industrial in- 
surance system is based upon regular 


and frequent calls on the policyholder 
by the agent. Frequently the number 
of calls must be cut down materially 


necessity of conserving 
and the difficulty in 


because of the 
gasoline and rubber 


getting new automobiles, which have 
come to be regarded as necessities in 
making calls on some debits. 


on call conservation is of 
Getting the policyholder ac- 


Education 
two kinds: 


customed to the idea of paying premi- 
ums less frequently, either on a semi- 
monthly or monthly basis or even an 


annual basis, or getting him in the habit 
of paving his premiums directly to the 
district office, either personally or by 
mail, appealing to his patriotism. The 
other angle to the question is educating 
the agent to plan his work so as to 
eliminate all unnecessary calls, in so far 
as that is possible. 


Systematic Work Habits 


The war has accelerated the pace at 
which changes in the industrial business 
are occurring. It has speeded up the 
consolidation of debits and placed great 
emphasis on the importance of system- 
atic work habits. 

In company agency training programs, 
agents have been taught to plan their 
calls in advance. In practically every 
case, the debit can be collected in 2% 
days and the balance of the week de- 


voted to new business and service calls. 
Agents have learned to plan their 
week's work ahead as early as Friday 
or Saturday of the preceding week, to 
route their calls, and to sandwich in 
canvassing and service calls along with 
their collections to save call backs later 


on in the week when it would be neces- 
sary to go over the same territory again. 

The problem for the industrial com- 
panies lies chiefly in suburban and rural 
territory where debits may be scattered 
over an area of many square miles. In 
some of the metropolitan areas, a debit 
may include only two or three blocks in 
congested districts, and there is no acute 
problem of collections where the debit 
is fairly compact. In the south and 
west, particularly, where there are com- 
paratively few towns and an automobile 
is needed to cover long distances, the 
problem is most acute. 


Some Use Bicycles 


No special treatment has been asked 
by the companies on gasoline rationin: 
and agents have been able to get B 
cards when the use of the agent’s car 
in business has been certified by the 
manager. Bicycles have come into use 
rather widely, but since the freezing or- 
der on new bicycles, they cannot be ob- 
tained. One enterprising agent puts his 
bicycle on his car, drives to the nearest 


point on his debit, and carries on from 
there with his bicycle. 

One of the medium sized companies 
has gone over strictly to an “on foot” 
basis. It has closed detached offices 
where the debits are thinly spread out 
and the policyholders placed on the 


office debit, with collections being made 
by mail. Generally, policyholders seem 
to have responded pretty well to less 
frequent calls or mail collections and 
the arrangement seems to be working 
out quite satisfactorily. 

The tendency for companies to split 
up and rearrange their existing business 
when an agent leaves the business 
among the other agents in the district 
has been given impetus by the war. The 
turnover among industrial companies 
has materially improved and it is the 
lowest now it has ever been. The in- 
dustrial companies generally have 2t- 
tempted to do the best they can with 
the available men and they have devoted 
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Shapro, umesiinn 
Agency Figure, Dies 











BEN F. SHAPRO 


former general 
Penn Mutual 


Ben F. Shapro, 57, 
agent Equitable Society, 
and Connecticut Mutual, died at his 
home in San Francisco. He was one 
of the best known life agency managers, 
developer of the unit manager system, 
the “money bag” approach, and had 
trained and developed a score of suc- 
cessful life executives. He died while 
doctors were treating him a few min- 
utes after being stricken with intense 
pain. He had not been active in life 
insurance the past few years, and had 
devoted his time to patriotic activities 
since war started. 





New Manual Ready for 
Illinois Examinations 


A new manual of examination for use 
by candidates for agents and brokers li- 
censes has been published by the Illinois 
department and is now being distributed 
for use as a basis of license examinations 
after June 1. The manual is not in- 
tended as a text book but is in the form 
of questions and answers, suggested 
an outline of study. 

The former practice of asking exami- 
nation questions in the exact form in 
which they appeared in the manual has 
been discontinued. Although the new 
manual consists of questions and an- 
swers, the questions are in a different 
form from those which will be used in 
the examinations. 

The new manual has been prepared 
under the supervision of H. Walter Han- 
son, Jr., supervisor of the license branch. 
Officers of many Illinois insurance or- 
ganizations were invited to assist in the 
revision of this manual by suggesting 
questions on new topics. 

The publication contains 94 pages and 
588 questions and answers. The intro- 
ductory chapter consists of 67 questions 
based upon fundamental insurance infor- 
mation including the provisions of the 
Illinois agents and brokers license act 
with related provisions of the Illinois 
insurance code as well as department 
rulings. The chapter on life insurance 
subjects has 91 questions and answers. 
The section on fire, marine and allied 
lines comprises 155 questions and 
answers. 


their educational efforts to bring up the 
under average producer, realizing that it 
costs money to induct a man into the 
business. The men who are lost to 
other industries are apt to be those the 
business can most afford to lose be- 
cause of the good earnings which indus- 


trial agents have generally enjoyed. 
Cherefore, when a certain number of 
men leave the business, as they are 


bound to do to enter military service or 
other businesses it has not been as dif- 


Mutual Life Melias Royal Meyer General 
S 1Ch Agent at Two Rivers 
evera anges Royal E. Meyer, since Feb. 1 home 


J. Frank Hall, Mutual Life of New 
York’s manager at Memphis, has re- 


signed and will be succeeded by Perrin 
H. Lowrey, for the last 14 years 
Mutual’s manager at Baltimore. Russell 
C. Wonderlic, agency organizer at 
Buffalo, succeeds Mr. Lowrey at Bai- 
timore, 

Mr. Hall resigned because he wished 
to re-enter personal production work 
and to take care of certain outside busi- 
ness interests. He will continue as a 
member of the Memphis agency, making 
his headquarters at New Albany, Miss. 
He has been with the Memphis agency 
since 1912 and had a highly successful 
record as a personal producer. 

Mr. Lowrey has many business and 
family connections in Memphis. He 
joined Mutual Life in 1920 at Memphis, 
where he served as agent, district man- 
ager, and superintendent of agents. He 
became manager at Louisville in 1926 


and at Baltimore in 1928. 
Mr. Wonderlic joined the Buffalo 
agency as an agent in 1933, later becom- 


ing supervising assistant and, in 1935, 
agency organizer. 
Jackson to Home Office 

Frank B. Jackson, since 
organizer in the Erie agency, 
appointed supervisor of the premium 
budget plan at the home office. He will 
have charge of salary allotment business, 
in which he made an outstanding record 
at the Erie office, which stands first 
among all Mutual Life agencies in the 
number of salary allotment plans and 
amount of insurance in force they rep- 
resent, 

Mr. Jackson entered the life insurance 
business in 1927 and has been with 
Mutual Life since 1934, when he joined 
the Erie agency. From 1936 to 1940 he 
was service representative of the agency. 


1941 agency 
has been 


Receivership Suit Dismissed 

DES MOINES—Suit asking receiver- 
ship for National Life of Des Moines 
was dismissed by District Judge Mur- 
row here. Murrow ordered a decree be 
prepared by attorneys for the company 
to contain “a special finding that there 
was no basis whatsoever for the asking 
of a receiver.” 


The suit started by William Altman, 
Miami policyholder, alleged there were 
inequalities and illegalities in the in- 


creased assessments for National Life 
Association’s policies after the firm was 
reorganized as National Life Company. 

The plaintiff, in addition to asking for 
a receiver, sought an order restraining 
it from levying any further assessments, 
cancellation and abolition of various 
“inequitable classifications between cer- 
tificates and policyholders and _ particu- 
larly between certificates issued before 
September, 1920, and thereafter.” 

The petition had also asked for a full 
accounting of the insurance funds and 
restoration for the benefit of the certifi- 
cates and policies before and after Sep- 


tember, 1920 of “all sums wrongfully and 
illegally misappropriated.” 
Judge Murrow ruled there was 


nothing to indicate unreasonableness in 
the increased assessment. 


Cashiers at Home Office School 


A second contingent of Mutual Bene- 
fit Life agency office cashiers attended 
a school at the home office. The school 
was conducted as a series of group con- 
ferences with officials in charge of vari- 
ous departments and covered a four- 
day period, May 19-22. 





ficult to consolidate debits because there 
is not the recruiting pressure there is in 
the ordinary field, and there is a mini- 
mum dislocation of business. 





Increase your accident sales with ideas 
from the Accident & Health Review, $2 
a year, 175 W. Jackson Blvd., Chicago. 


office field sy- 
perintendent of 
Old Line Life 
of America, 
has been ap- 
pointed genera] 
agent at Two 
Rivers, Wis, 
He was _ for- 
merly district 
agent in Sha- 
wano for the 
A. C. Meyer 
general agency 
of Antigo, Wis, 
His father, W. 
A. Meyer, dis- 
trict manager 
at Shawano, 
Old Line Life for 27 


2 | 





Royal E. Meyer 


has been with 
years. 


Fischer on Post-War Era 

DENVER—Chester O. Fischer, vice- 
president of Massachusetts Mutual Life, 
and a director of the U. S. Chamber of 
Commerce, was guest speaker at a 
luncheon meeting of the Denver Cham- 
ber of Commerce. 

“Because the war effort is closely 
paralleling the war of 25 years ago,” 
he said, “the American people should 
look forward now to another post-war 
decade which may follow the pattern of 
the nineteen twenties. These years of 
stable prices and good business produc- 
tivity can be remembered as the period 
in which the goals of the previous war 
were obtained in freedom and family 
security for all. Let us hope that a 
comparable era may follow our present 
intensive war efforts, and that advan- 
tages far beyond the material will accrue, 
and on a far more enduring basis than 
before.” 





Intensify Farmer Solicitation 


Twenty field representatives of the 
Farmers & Traders Life who have re- 
cently been placed under contract have 
completed a week’s intensive training at 
a home office agency school in Syracuse, 
The school was conducted by Superin- 
tendent of Agencies Martin W. Lam- 
mers, assisted by Lewis W. S. —— 
of the Sales Research Burean; Edwin 
W. Henne, executive vice-president, and 
Lauren Lutz, actuary. 

The agents were stimulated particu- 
larly to tap the farmer market in view 


of the farmers’ present economic status 
as a key man in the war production 
efforts. 


Plans are being made to hold other 
territorial schools during the balance of 
the year. 


New Volume On Reinsurance 


Kenneth R. Thompson, member of 
the New York bar, is author of a vol- 
ume entitled, “Reinsurance” that is pub- 
lished by Commerce Clearing House, 
Inc. It is a well organized treatise. 
Mr. Thompson has had _ considerable 
experience in dealing with reinsurance 
and excess insurance problems. The 
leading authorities are cited and when- 
ever essential or helpful the exact lan- 
guage employed is set forth. The top- 
ics include: value of reinsurance, facul- 
tative reinsurance, covers, treaties, com- 
panies, brokers, contract of reinsur- 
ance, construction and operation, de- 
fenses, duties and liabilities of reinsurer 
to reassured, rights of reassured policy- 
holders, contribution between reinsur- 
ers, subrogation of reinsurer, statutory 
deposits, taxation, non-admitted  rein- 
surance, what constitutes transaction of 
reinsurance business. The price is $4. 


Frederick A. Schnell, general agent of 
Penn Mutual Life at Peoria, and presi- 
dent of the Illinois State Association of 
Life Underwriters, has been named 
chairman of the newly-created Greater 
Peoria Community & War Fund organi- 
zation during the October campaign. 
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New Digest of 
Decisions Issued 


The second five-year ‘“Digest-Index 
of Insurance Decisions” has just been 
published by the Rough Notes Com- 
pany, Indianapolis. The 1,055 pages 
contain a digest of all federal and state 
appellate court cases pertaining to in- 
surance, indexed by classes of cover- 
age and according to insurance and pol- 
icy terms, for the years 1936-41. 

‘During that period almost all impor- 
tant insurance questions have been liti- 
gated. The digest is subdivided into 
fre, old line life, automobile, etc., and 
provides a quick, complete and accu- 
rate view of decisions, without confus- 
ing the insurance man with decisions 
not applicable to the classification of 
insurance he is interested in. Each case 
js reported in brief digest form, with 
all irrelevant materia] removed, leaving 
a concise statement of the point of in- 
surance law involved. 


Valuable Sales Material 


On almost any point of insurance or 
interpretation of insurance contracts 
that may come up, or that may be 
asked by a customer, there is almost 
sure to be a case passed on by the 
courts. These decisions contain prac- 
tical information and provide the agent 
with an almost unlimited supply of in- 
teresting and convincing sales argu- 
ments, on all lines of insurance. 

Similarly, for the attorney, for the 
legal departments of insurance compa- 
nies, for claim men and underwriters, 
the Digest-Index provides an excellent 
reference, making possible a quick re- 
view of the court’s opinion in every 
case having any bearing on a point at 
issue. Each summary is provided with 
its National Reporter System citation. 

Supplementing the second five-year 
Digest-Index, which sells for $15, the 
first volume, published in 1936 at $10, 
is available to provide a complete 10- 
year record from July, 1931, to June, 
1941. Currently the material is kept up 
to date through the monthly publica- 
tion, “Insurance Decisions,” and_ its 
annual Digest-Index. 





Lincoln National Retirement Plan 


_The retirement plan of Lincoln Na- 
tional Life for the field force which be- 
came effective Jan. 1, 1941, is based di- 
rectly on the principle that the amount 
of the annuity and the amount of the 
members’ contribution are fixed each 
vear and the company’s yearly contribu- 
tion is the balance necessary to provide 
the annuity established. In a recent ar- 
ticle it was stated that the plan of an- 
other company was the first to embody 
that principle. At Lincoln National Life, 
the amount of the annuity purchased 
each year is derived from the business 
in force at the end of the previous year 
rather than upon the previous year’s 
compensation. The Lincoln National 
Life plan in turn is quite similar to a 
plan which had been used for several 
years by one of the Canadian compa- 
nies that is not doing business in the 
United States. 





Todd, Farrington on Coast 


F. Phelps Todd, vice-president, and 

A. Farrington, assistant manager of 
agencies of Provident Mutual Life, vis- 
ited Pacific Northwest agencies last 
week. They were guests at a dinner 
given by Harry W. Andrews, leading 
Provident representative in Washington. 





Indianapolis Life—New paid business 
for April exceeded April, 1941, by 37.5 
percent. For the first four months 
new business is 25.8 percent ahead. 
Gain in insurance in force is almost 
double the same period last year 
and has brought the total to more than 
$123,000,000. The renewal lapse ratio 
Was 3.02 percent for the first four 
months, a new low. States that lead in 
volume of new business are Indiana, IIli- 
nois, Texas, Ohio and Minnesota. 


Convention Dates 


June 8-10, Insurance Commissioners, 
Cosmopolitan Hotel, Denver. 

June 10-11, Insurance Federation of 
or allamae Pittsburgh, William Penn 

otel. 

July 13-24, American Life Convention, 
Life Officers Investment Seminar, Bloom- 
ington, Ind., Indiana University. 

August 24-26, Insurance Section, 
American Bar Association, Detroit, Ho- 
tel Statler. 

Aug. 24-28, National Association of 
Life Underwriters, Minneapolis. 

Sept. 14-15, International Claim Asso- 
aren Chicago, Edgewater Beach Ho- 
tel. 

Sept. 14-16, Life Advertisers Associa- 
tion annual meeting, Chicago, Edge- 
water Beach Hotel. 

Sept. 28-30, Life Office Management 
Association annual meeting, Swampscott, 
Mass., New Ocean House. 

Sept. 28-Oct. 1, National Fraternal Con- 
gress, Chicago, Morrison Hotel. 

Oct. 5-8, American Life Convention, 
Chicago, Edgewater Beach Hotel. 

Oct. 15-16, Institute of Home Office Un- 
derwriters, Cincinnati, Hotel Gibson. 











Calls Frank Cohen More 
Amazing Than Wallingford 


Frank Cohen, who in the depression 
days, made insurance headlines by get- 
ting into several shaky life and casualty 
companies shortly before they blew up, 
got the limelight again the other day 
when the Federal Maritine Commission 
took over the plant of Savannah Ship- 
yards, Inc., of which Cohen was secre- 
tary treasurer. Assistant Attorney- 
general Littell told the court in Savan- 
nah that engineers had reported no 
ships could ever have been launched 
from the ship yards and described Co- 
hen’s financial operations as dwarfing 
get rich quick Wallingford. 

Savannah Shipyards, according to 


Littell, was a subsidiary of Empire 
Ordnance Co., of which Cohen is 
president. Littell declared Cohen had 


built corporate structures running into 
millions, starting on a personal invest- 
ment of only $5,000 and loas from 
friends of $42,500. 


Must Pay Taxes Up to Withdrawal 
OKLAHOMA CITY—An out of 


state company licensed in Oklahoma 
must pay premium taxes on premiums 
collected prior to its withdrawal, the at- 
torney-general has held in an opinion 
rendered Commissioner Read. Although 
a company has to pay taxes on business 
written during the previous year before 
it is relicensed, it is also liable for taxes 
on premiums written subsequently, even 
if it withdraws before the end of the 
vear for which it was licensed. 

The attorney-general further contended 
that although the 1941 act, raising the 
Oklahoma tax on foreign companies 
from 2 to 4 percent, did not go into 
effect until April 25, 1941, it is imma- 
terial since this act clearly reveals a 
legislative intent that the said 4 percent 
tax should apply to all premiums col- 
lected during the calendar year 1941. 


Wiese Agency Stands Second 
The R. J. Wiese agency of Northwest- 

ern National Life in Chicago held second 

place in new business written in May 


among all the company’s offices. It also 
was second in April. Five agents are 
among the 15 top-ranking Repeaters 


Club qualifiers. The “best case” honors 
last week went to Howard Martinson of 
the Wiese office. P. F. Navin received 
special mention for completing 687 con- 
secutive weeks in the App-a-Week Club. 
He is sixth highest ranking member of 
the club. 





Near Maturity Age of 96 


Penn Mutual Life is four months older 
than its oldest premium paying policy- 
holder, President J. A. Stevenson an- 
nounced in a letter to F. A. Schnell, Peo- 
ria general agent. Henry B. Morgan of 
Peoria, who was born in 1847, the same 
vear Penn Mutual was organized, is the 
only Penn Mutual policyholder still pay- 
ing premiums at 95. Mr. Morgan has 
had his policy with Penn Mutual 42 
years. 





* 


FOR THE PROSPECT 


WITH A Vise 





WHEN THE PROSPECT with a program sees this 


5-Way Presentation, he realizes that he has failed to 
protect his most valuable asset... his income. He sees, 
in Pacific Mutual’s 5-Way Plan, an opportunity to 
secure not only life and retirement protection, but also 
immediate disability protection covering sickness, acci- 
dent and hospitalization. 

Pacific Mutual’s 5-Way Presentation shown above 
gives the underwriter the ideal approach to the pros- 
pect with a program. It’s the tool that completes his 
selling kit. 

PACIFIC MUTUAL LIFE INSURANCE COMPANY 


A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 


Complete Life Insurance Coverage 


Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 


PACIFIC MUTUAL SERVICE SINCE 1868 


A a Ta ROSTERS SINR I ARRAS 
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Soman Office Life Underwriters Meet 


(CONTINUED FROM PAGE 1} 





In his address at the Home Office Life 
Underwriters gathering, Mr. Jackson 
spoke in condemnation of the practice 
of a heavily insured man amply able 
to carry his insurance program taking 
reduced paid up contracts in place of 
those now in force, while the wife (ior 
example) simultaneously applies for new 
insurance on the life of the husband 
sufficient in amount to make up for the 
reduction in coverage, the premiums on 
the new line presumably to be paid not 
by the insured but by the applicant. 


Doubts Tax Savings 


Mr. Jackson said the scheme is ex- 
pected to result in substantial inheritance 
tax savings. “I simply cannot believe it 
possible that the expectations will be 
realized,” he asserted. “I cannot believe 
that you and I, buying insurance man- 
fashion out of our own earnings to pro- 
tect our dependents wili have a larger 
share of the proceeds taken away by 
tax than will be taken from insurance 
claims of like amount arising from the 
death of those who get somebody else 
to make the application and pay the 
premiums for them. If the present law 
properly interpreted so operates (and 
even in this one may have. grave 
doubts), I think the law will be changed 
before many large insurance estates 
have profited under its terms.” 

The problem, he said, illustrates the 
interdependence of departments in a life 
insurance company. “Does the agency 
department want representatives in the 
field snonsoring such changes?” he 
asked. “Does the publicity department 
think the final result of such a practice 
will promote public confidence and good 
will? Does the actuary regard the paid 
up option in present policies safe should 
it be far more generally resorted to? 
Does the investment department realize 
just how its functions would be changed 
if paid up contracts became the general 
rule instead of the exception? Should 
the underwriter, on the ground that the 
net insurance coverage in his company 
is not being increased, modify his selec- 
tion practice when a shift is proposed 
on the life of a dubious risk? How does 


the legal department regard such 
changes?” 
Persistent Policyholders 

The underwriter is confronted with 


certain special problems these days and 
he expressed the belief that in the days 
ahead the difficulty of every normal 
problem will be intensified and many an 
exceptional problem will be introduced. 
Such is invariably the case when new 
production becomes increasingly difficult 
and when the total insurance in force 
gradually decreases. It is the function 
of the underwriter in difficult days to 
perform his duties in the interests of 
persistent policyholders, remembering 
that he does not operate in a hermeti- 
cally sealed department of his own. In- 
stead, he has an honored place in the 
conduct of a vast cooperative enterprise 
of which each underwriter, each sep- 
arate department and each highly organ- 
ized life insurance company no matter 
how large and well established is but a 
part. 


Joint Session With Actuaries 


The task of selection and classification 
of risks requires integrity rather than 
originality, he declared. It can never be 
performed successfully by means of 
some fantastic and simple formula. It 
requires brains, patient mastery of sta- 
tistics, mature judgment and the utmost 
cooperative efforts between skilled med- 
ical men and experienced lay underwrit- 
ers, each assisted by every other depart- 
ment within the company and_ all 
strengthened by intelligent collaboration 
throughout the whole institution of life 
insurance. 


He observed that the meeting at the 


Edgewater Beach was almost in the 
nature of a joint session with the Amer- 
ican Institute of Actuaries and he sug- 
gested that an occasional joint session 
of the underwriters and medical direc- 
tors might be useful. 

There were several important papers 
given at the Home Office Life Under- 
writers’ meeting and on Tuesday after- 
noon was held the traditional case clinic. 
Then there was the informal discussion 


on the final day. There was a good 
deal of discussion of the handling of 


various problems related to risks with 
a war hazard. For instance, the question 
was brought up of handling civilians 
who leave the country to engage in con- 
struction work at foreign bases. Some 
companies simply reject all such cases 
while others will waive the provisions 
of the war clause for an extra premium 
that ranges from $5 to $50 a thousand. 
There was a good deal of discussion of 
the issuance of term insurance with 
reference to the problems of substandard 
term and term insurance for women. 
One of the companies reported the sur- 
prising fact that its experience on term 
insurance with women is better than 
that on men. 

The council of the association at a 
session late Tuesday afternoon decided 
to proceed with plans for the annual 
meeting in New York the middle of 
November, subject to change if condi- 
tions make the holding of the meeting 
seem inadvisable. Frank McGraw of 
Bankers Life of Iowa was designated as 
program chairman for that meeting. 


Paper by John T. Rohm 


John T. Rohm, American United Life, 
gave a paper in which he considered 
various phases of the subject of term 
insurance issued to applicants who are 
not eligible for standard insurance. 
Many companies in the past have either 
been unwilling to issue term insurance 
on a substandard basis, or have done 
so in a very limited manner, but with 
the current emphasis being placed upon 
term insurance the desirability of issuing 
it to impaired risks as well as to stand- 
ard risks is obvious. 

The paper considered the various 
types of substandard mortality, that 
showing excessive mortality in the early 
years grading down to standard mor- 
tality, that which increases with advanc- 
ing age, and variations of these types. 
The paper also considered the different 
kinds of term  insurance—convertible 
term for short periods, convertible and 
renewable term for short periods, long 
term policies, level term additions to life 
policies, and decreasing term additions. 
It further considered the application of 
the various types of impairment ratings 
to these different kinds of term cover- 
age. Mr. Rohm concluded that some 
expansion of a company practice may be 
made in certain instances, with due con- 
sideration to the effect of the more ser- 
ious impairments and the effect of the 
conversion and renewal provisions in 
certain types of term policies. 


Balance in Underwriting 


Howard Goodwin, Phoenix Mutual 
Life, delivered an address. In review- 
ing the problems incident to the estab- 
lishment and maintenance of underwrit- 
ing practices by the various member 
companies, emphasis was laid upon the 
value of having the agents well versed 
in home office underwriting methods. 
Educational efforts can do much, have 
done much in creating a sympathetic 
understanding between the home office 
and agents, of the complex problems 
which face the home office underwriter 
in his endeavor to give the best service 
to his agents and at the same time pro- 
tect the interests of policyholders. 

Initiative and ingenuity in finding 
ways and means of clearing business 
for issue form one of the most interest- 
ing and fascinating phases of the busi- 
ness. 


ment, a case which another company 
has declined constitutes good and proper 
competitive underwriting. Indeed, the 
insurable risk which appears at the out- 
set to be unacceptable presents to the 
underwriter a challenge of his skill and 
ability and may well furnish the means 
of demonstrating his increasing initia- 
tive and his growing value to his com- 
pany. 

In considering a limitation in amount 
at issue because of one or more under- 
writing factors, the author maintained 
that except in a relatively small number 
of cases such as those involving the 
financial status of the individual risk, it 
is a better practice to charge an ade- 
quate premium and issue the amount ap- 
plied for. 

Godfrey M. Day, Connecticut General, 
in his talk, said most claim men agree 
that cases involving habits which come 
to their attention are a serious problem 
both on account of the frequency with 
which they call for investigation and the 
difficulties of handling them. Vague and 
indefinite answers on the application re- 
garding liquor habits make defense of 
the case difficult. When the application 
denies excessive drinking but investiga- 
tion reveals such a history, the company 
should get the complete story clearly set 
forth in writing by the applicant prior 
to issue. If this supplementary state- 
ment is subsequently established to be 
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incorrect, the company has a sound basis 
on which to contest the claim. 

The underwriter should use extreme 
caution in passing on applications of 
young men who have not yet established 
themselves in business. This is espe- 
cially true when disability is applied for 
even though it be only waiver of pre- 
mium. The prominent position of the 
family is pointed out and they are told 
of the rosy prospects of the applicant, 
A successful father does not assure a 
successful son and anticipating a bril- 
liant career is hazardous at best. 


Problem of Half Truth 


Frequently the claim department's 
hands are tied by the half truth a per- 
son will give on the application, such 
as the admission that he visits a physi- 
cian annually for a check-up or that he 
has, in the past, had rheumatism, hay- 
fever or phlebitis, which was very minor 
and gave no real trouble. Unless a 
careful investigation is made and true 
facts established, little can be done about 
a claim for arthritis, asthma or Buer- 
ger’s disease. 

The largest single factor in the re- 
duction of the amount payable is due to 
misstatement of age. The last survey 
made covering this question revealed 
that 58 companies had to reduce their 
death claim benefits by $1,525,000 in one 
year. The experience of three of the 
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BMA SALESMEN 
ARE FULLY ARMED 


B. M. A. salesmen are always equipped with 
sufficient ammunition to do a good job. Ad- 
vertising in TIME Magazine, Direct Mail 
folders, Newspaper advertising and Street 
Car advertising, all pave the way and lend 
prestige to the sales presentation. When he 
calls on the prospect, the B. M. A. salesman 
is equipped with the latest type of Pocket 
Salesmaker describing B. M. A.’s complete 
Income Protection Plan and including all the 
necessary information to complete the sale. 


THAT EXPLAINS WHY B. M. A. 1S KNOWN 
AS THE HOME OF COMPLETE PROTECTION 
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included 


five largest companies is not 
in this figure. Few companies make a 
thorough investigation to confirm the 


date of birth so that it is obvious that 
many misstatements of age are not dis- 
covered and the beneficiary is paid more 
than she is entitled to. Discrepancies 
discovered after death cause delay in the 
settler nen of the claim and distress to 
the beneficiary at a time when she is 
least able to meet it. 

The time to investigate the age of the 
insured is at or soon after the date of 
issue. The insured is then able to as- 
sist in developing the evidence and he 
shoula be willing to cooperate when he 
realizes that by doing so he will spare 
his beneficiary an added burden and 


further assure the prompt payment of 
the loss. Proof of age is now required 
on annuities and why should it not be 


extended to life insurance policies? The 
American companies can learn a lesson 
from their Canadian neighbors on this 
point. 


IN U. 5. WAR SERVICE 


Newton B. Misell, 
of the Hal S. Mason general agency of 
Continental American Life at Philadel- 
phia, has been commissioned a major in 
the army specialist corps, with headquar- 
ters in Washington. He will function as 
a liaison officer. 

A number of men in the Kakoyannis 








assistant manager 


agency of Prudential, New York City, 
have recently entered service. E. O 
Wittner, assistant manager, is now a 


lieutenant in the army air corps and is 
station ned in Miami. William Barrett, 
special agent, is a lieutenant in the army 
air corps on duty in Alabama. Patrick 


Hall, assistant manager conservation de- 
partment, is at an army camp in Vir- 
ginia. D. J. Gram, special agent, is a 
captain in the army. Jerome Levy, spe- 
cial agent, is a second lieutenant at Fort 
Benning, Ga. 


Charles J. Frisbie, 
New England Mutual 
has been appointed a_ lieutenant-com- 
mander in the navy. He has been as- 
signed to the 13th naval district. 


general agent of 
Life in Seattle, 


J. P. Burton, for 11 years cashier of 
the Arkansas agency of Equitable So- 


ciety in Little Rock, has resigned to 
enter military service, and J. R. Moody, 
cashier at San Antonio, has been trans- 
ferred to Little Rock to replace him. 


James Main, assistant actuary of the 
Michigan department, has gone with a 


draft contingent to Fort Custer, Battle 
Creek. He had been with the depart- 
ment for about two years. 

Sixteen men of the north Texas 
agency of Equitable Society under Lloyd 
W. Klingman, agency manager, are in 
the service. They are: V. M. Wallace, 
army captain, Dallas; Norman Vander- 
woude, ensign, Dallas: A. J. Phillips, 
first lieutenant of Dallas, in Australia; 
W. Kk. Brown, second lieutenant of ma- 
rines, Fort Worth; K. D. Ault, army 
parachute battalion, Dallas; A. H. Cul- 
bertson, army, Fort Worth; Wally Hoff- 
richter. army air corps, Dallas; Argie 
Jones. army, Wichita Falls; D. A. Smith, 
army air corps, Electra: W. J. Patton, 
army sergeant, Fort Worth; E. E. Hall, 
army air corps, Abilene; Godcheaux 
Levi, ensign, Dallas; R. S. Miller, first 
lieutenant army air corps, Dallas; J. J. 
Fraley. first lieutenant army air corps, 
Dallas: Richard Kella, navy lieutenant, 
junior grade, Dallas; Earle Haley, F. B. 
I.,. Dallas. 

Joseph H. Taggart, well known 
among Kansas City insurance men as 


regional business consultant of the De- 
partment of Commerce in the district, 
has resigned to enter service as captain 
in the army air force. eo is on leave 
as professor of finance in the University 
of Kansas. 


Frank Niedner, mortgage loan depart- 
ment of General American Life, has been 
commissioned a second lieutenant in the 
army engineer corps. He reported at 
Washington and expects to be assigned 
to duty at Fort Belvoir, Va. Fred R. 
Sale, former special agent of General 


W. B. F. Hall ation 
to Naval Air Corps 








W. B. F. 


HALL 


Wm. B. F. Hall, second vice-president 
and eb of the mortgage loan de- 
partment of Lincoln National Life, has 
been re-commissioned in the naval air 
corps with the rank of lieutenant. He 
has been ordered to temporary duty with 
the bureau of aeronautics in Washing- 
ton, D. C., and expects to be assigned 
to an advance —— base in Florida 
in the near future. . Hall is the son 
of Arthur F. Hall,” pa th of the 
board and founder of Lincoln National 
Life. 

Before entering the 
mortgage loan field, Lt. Hall held a 
commission of lieutenant, junior grade, 
in the navy air corps. He is a graduate 
of the naval flight training school at Pen- 
sacola, Fla., and has seen active air duty 
in both oceans. He has been chairman 
of the Fort Wayne housing authority 
and in this post organized a model low 
cost housing project which has received 
national recognition, and for this work 
in 1940 he was presented the dis- 
tinguished service award of the Indiana 
and Fort Wayne junior chambers of 
commerce. 


life insurance 








American in St. Louis, now is in the 
army medical corps at Camp Robinson, 
Ark. Aubrey Cook of the St. Louis 
agency is stationed at Camp Roberts, 
San Miguel, Cal., as is Gerald McNally, 
formerly with the bond department at 
the home office. 

The Chicago office of Connecticut 
General Life under Norman K. Allison, 
manager, now has three men in the 
service. They are Ernest L. Johnson, 
lieutenant commander, U. S. N. R. F., 
stationed at Detroit as paymaster; Clar- 
ence Boettcher, lieutenant junior grade, 
at the officers training camp at Notre 
Dame, and Donald Cranston, first lieu- 
tenant stationed at Fort Sheridan, III. 


Richard M. Becker of the liquidation 
department of the Los Angeles office of 
the California department has been 
called into service and has reported as a 
first lieutenant in the army air corps. He 
has been in charge of operations of 
Guaranty Union Mutual Life, chapter 0 
company now being operated under 4 
conservatorship by Commissioner Cami- 
netti. 

James W. Lantz, Jr., of the Frederick 
A. Schnell agency of Penn Mutual Life 
at Peoria, Ill., is now a lieutenant in the 
army air corps. Recently he was married 
in California to Nan Perry of New 
York. Mrs. Lantz was formerly a 
Powers model, and Lieut. Lantz met her 
while he was stationed in Florida with 
the air corps ferrying command. 


Lieut. William E. Wright of the air 
corps was with the Schnell agency. On 
the same day that he received his wings 
at Kelly Field in Texas, he was married 
to Eloise Hall of Decatur, Ill. He is 


now an instructor at an air field in Okla- 
homa. 

F, J. Watson, Ryan & Semple agency 
of Equitable Society, New York, is a 
member of Company C, 8th Battalion, at 
Fort McClellan, Ala. 

Don Wyatt, general agent of Franklin 
Life at Amarillo, Tex., and retiring presi- 
dent of the Amarillo Life Underwriters 
Association, is leaving shortly to enter 
the army. 

George M. Barkley, formerly broker- 
age supervisor in the K. A. Luther 
agency of Aetna Life, New York, is 
now a lieutenant in the Navy, stationed 
at Quonset Point, 

Two more Franklin Life men have 
gone into the navy, Al Noyce, former 
general agent in Salina, Kan., and Jeff 
D. Bearden, Pampa, Tex. 


Foosaner Heads N. J. Committee 
Samuel J. Foosaner, insurance attor- 
ney of Newark, has been appointed chair- 
man of the insurance committee of the 
New Jersey State Bar Association. The 


No Market Lost to 
Insurance Men: Wise 


Willard K. Wise, vice-pres sident and 
manager of agencies of Provident Mu- 
tual Life, addressed a luncheon meeting 
of the J. Henry Hooper agency, Balti- 
more, on “A Changing Market.” 

“Generally speaking, no market has 
been lost to life insurance men,” said 
Mr. Wise. “Within the various groups 
of the market we have always had, there 
have been unimportant changes. But 
there have been substantial additions to 
the market through increased purchas- 
ing power. Uncertainties have always 
acted as a brake on the purchase of 
life insurance, but present-day uncertain- 
ties, although they have the same 
effect, will result in substantial insurance 
policies when they are found to be trans- 
latable into new life insurance needs.” 








committee embraces all branches of in- 
surance. 





secure. 


Home Office 





Let’s get this straight 


Life Insurance is not in competition 
with Uncle Sam for your dollars as we 
fight through to victory. 


Save and invest in War Savings 
Stamps and Bonds. 
regularly, every pay day. 


At the same time, don’t forget how 
empty our victory will be for the family 
left without the means to carry on. 


We have need of both—War Bonds to 
keep us safe; Life Insurance to keep us 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Buy all you can, 


Houston, Texas 
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Fount ae Mortality Duties 


(CONTINUED FROM PAGE 1) 





tion with the Selective Service Bureau 
whereunder insurance companies could 
obtain summaries of selectees’ records 
when proper authorization has been fur- 
nished. By making available the records 
of selectees deferred for physical reasons, 
the selectee would be helped frequently 
in completeing a business transaction 
that would be profitable to him. 

With 5,000,000 men under arms it may 
be necessary to withdraw from 30,000 
to 35,000 doctors from civil life and 
that would render very difficult the 
maintenance of satisfactory examiners 
service. In some localities there would 
be no medical service and in others 
older physicians would be overburdened. 
There would be more examinations un- 


der unfavorable conditions. Moreover 
there would be increasing personnel 
problems insofar as the departmental 


supervisors, underwriters and claim ad- 
justers are concerned. 

More effective use of all time tested 
selection practices commonly employed 
offers the best prospect of keeping mor- 
tality ratios within satisfactory limits. 

Dr. Johann suggested that the medi- 
cal directors could pool information 
about ability of examiners so as to aid 
in the selection of replacements. He 
pointed out that it was the former war 
that gave rise to the non-medical plan 
for writing life insurance and the pres- 
ent war will doubtless produce a similar 
or even greater problem. 

The medical director should 
the effect of his decisions on agency 
morale and the medical director should 
have a thorough understanding of the 
salesman’s problems and pursue a con- 
structive underwriting policy abreast of 
newer developments in clinical and in- 
surance medicine. Agents, he _ said, 
should be told why their applicants 
could not be written standard or why 
there had been a complete rejection. 

The meeting was called to order by 
Dr. Thomas H. Dickson, medical direc- 
tor of Minnesota Mutual Life, as chair- 
man of the Medical Section. 

Dr. Dickson gave his address as chair- 
man, in which he reviewed the accom- 
plishments of the past year and touched 
on currently important phases of life 
insurance medicine, Dr. Dickson, who 
had been vice-chairman of the section 
moved into the chairmanship upon the 
death of Dr. W. F. Blackford, medical 


realize 


director of Commonwealth Life on 
April 2. 
Following Dr. Dickson's talk came 


greetings from the 
vention by its 
Andless, 
Life, and 


American Life Con- 
president, A. J. Mc- 
president of Lincoln National 
Col. Robbins, manager and 
general counsel, and from the Associa- 
tion of Life Insurance Medical Direc- 
tors by its president, Dr. D. E, W. 
Wenstrand, medical director of North- 
western Mutual Life, 

Then came the appointment of com- 
mittees by Dr. Dickson and various an- 


nouncements by Dr. B. F. Byrd, medi- 
cal director of National Life & Accident, 
secretary of the Section. 

The first prepared address on the 
program was that of Dr. Johann. Those 
discussing the paper were: Dr, Albert 
S. Irving, medical director American 
National; Dr. Norman J. Barker, as- 
sistant medical director Connecticut 
General Life, and Dr. H. W. Dingman, 
vice-president and medical director Con- 








tinental Assurance. 
LEE PARKER'S TALK 
The final paper on Thursday was 


that of Lee N. Parker, president Amer- 
ican Service Bureau. 

Mr. Parker, speaking on “Some Occu- 
pational Observations of the Defense 
Industry,” expressed the conviction that 
the war industry and effort will be re- 
snonsible for developing new manufac- 
turing processes, better working condi- 
tions, some vastly better industrial 
housekeeping, improved safety measures 
and better industrial relations, 


Better Safety Engineering 


He added that a large government 
subsidy promotes better safety engineer- 
ing and definite benefits to life and 
health, “The benefits of these war-time 
safety measures may well carry on dur- 
ing times of peace,” he said. 

Mr. Parker based the conclusions on 
personal observations in a number of 
the nation’s big ordnance plants. The 
general accident record of the plants was 
below that of the national average for 
all industries both as to frequency of 
accidents and severity. His studies dealt 


only with the filling of demolition 
bombs, high explosive shells and the 


handling and assembling of the com- 
ponent parts. 


Favorable Attitude 


“New processing practices, new stand- 
ards of safety, remarkable industrial 
housekeeping and new standards of in- 
dustrial selection and personal hygiene 
activate the shell loading industry. There 
will be occasional industrial accidents, 
nossibly some severe ones as occurred 
early this year. I think, however, that 
the facts that I have presented, cover- 
ing millions of hours of exposure and 
the large number of employes, support 
a favorable attitude toward the hazards 
of this industry.’ 

The big plants are being operated by 
many of the most successful industrial 
concerns, many of which heretofore 
were not at all associated with the man- 
ufacture of munitions, the filling of 
shells or other activities in connection 
with ordnance. But, of course, the gov- 
ernment has also taken full advantage 
of the vast experience and ability of 
the many concerns that had been in 
munition fields and related industries. 

Skilled and unskilled workers have 
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come to these new plants or those con- 
verted to war output, from machine 
shops, mechanical trades and_ schools, 
garages, shops and factories, from their 
own and nearby sections and from more 
distant parts of the country. Other large 
groups of war industry employees have 
been recruited from farms and homes 
of small communities and districts with- 
in a radius of 60 to 70 miles of the lo- 
cation of the plant. Many of these 
workers were entirely new to industry 
of any kind, comparatively few of them 
were skilled in any pursuit at the time 
of their employment. 


New Industry 


“Thousands of these persons are now 
employed in what seems to some of us 
a most spectacular phase of ordnance 
production,” Mr. Parker continued, “that 
of assembling fuses, boosters, primers 
and detonators and filling H. E. shells 
and bombs, etc., working each day with 
TNT, tetryl, mercury fulminate and 
other high explosive content as well as 
the propellant charges. These opera- 
tions are carried on in brand new shell 
loading plants and in an almost new 
industry, at least as now conducted. 

“It is of this group of workers, many 
of whom have most normal interest in 


life and accident insurance and upon 
whom insurance men look in view of 
past experience with a critical eye— 
thousands of carefully selected good 
American citizens, substantial wage- 
earners in shell loading plants, active 


and potential life insurance applicants.” 

Production is the ultimate aim but 
if there is ever a question of human 
safety against production, safety wins. 

More and more women of all ages are 
being recruited into these plants. All 
workers must, however, pass a Satis- 
factory physical examination. These 
workers are finding profitable, healthful 
and from the current experience to date, 


exceedingly safe employment in this new 
industry. 
Well organized employment offices 


seem to be a fundamental requirement of 


‘fulfill many of these with as skillf 


1942 


each large plant. Trained interviewers 
go through the fundamental recording of 
name and first process of elimination, 


then come the physical tests and other 
steps. 
19 Is Minimum Age 

The age of 19 1s generally adopted 


as the minimum age for employment. 
The controlling factor in employment is 
adequate health, and there are many jobs 
in plants that women are especially apt 
in filling which require patience and 
precision. Apparently grandmothers can 
ul re- 
sults as younger women. Tendency in 
selection of personnel of late has been 
for the employment of more women. 

Mr. Parker emphasized that ammuni- 
tion must be made of explosives which 
are stable compounds, safe to handle and 
remaining safe while they continue in 
service. He observed for instance that 
TNT is quite insensitive to blows or 
friction, stating that he had observed 
it drilled with high pressure drill, sawed 
with a regular steel saw, struck with 
heavy wooden mallets, etc. But when 
ignited it burns rapidly and in any large 
quantity or in a closed vessel may cause 
a violent explosion. 

Mr. Parker also touched on the toxic 
effects of some of the explosives on the 
workers. 


Separation of Operations 


Hazardous operations have been sepa- 
rated by barricades or placed in separate 
buildings. 

Operating buildings are grouped into 
separate production lines for protection 
against spread of fires and also prevent- 


ing explosion in one line or bay from 
structurally damaging buildings in other 
lines or even other lines in the same 
building. 

Equipment layouts eliminate hazards 
from electrical installation, mechanical 


or static sparks, fires from lightning or 
from other causes. 
Change houses and bomb proof shel- 
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ters provide adequate safety for the 
operating personnel, 

Each plant has its own medical and 
safety departments which are adequately 
staffed by competent doctors and nurses. 
All of the big plants have their own 
hospital. 

The slightest itch, scratch, burn or 
injury of any character receives imme- 
diate attention. 


Safety Departments 


Safety departments are maintained 
under what seems to be very capable 
direction. 


The plants have complete ventilation, 
individual vacuum units being provided 
to pick up dust, almost spotlessly clean 
housekeeping, washing and waxing of 
floors repeatedly, facial mask adaptation 
where necessary to prevent breathing of 
fumes, possible dust inhalation, etc. 

Safety precautions go far beyond any- 
thing most of the employes of these 
plants have ever experienced in the past, 
he added. Matches, flashlights, cameras, 
guns, liquor or any flame or spark pro- 
ducing device, are entirely prohibited 
from the restricted areas adjacent to 
these plants. Severe penalty is attached 
to the finding of prohibited articles on 
persons of employes, particularly 
matches. A check and double check 
system of Army and contractor safety 
inspectors serve to bring immediate at- 
tention to any irregularities that might 
impair the safety of personnel. 

Thursday evening was held the recep- 
tion for Dr. and Mrs. Dickson. 





American Institute of 
Actuaries Convention 
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the independent actuary and the actuary 
faithfully performing his duties in an in- 
surance company need have no sense ot 
futility, he declared, however far their 
performance may fall short of the dar- 
ing and enviable deeds which the 
younger men will be called on to do. 


Job Following Victory 


After victory has been achieved there 
will be a special need for men skilled to 
devise means to solve all questions in- 
volving the application of the theory of 
probability to human affairs. Men so 
skilled can be trusted to deal with boti 
the human and the financial problems of 
that new day, to shun easy generaliza- 
tion and glib formulas based on wishful 
thinking, to snap up no empirical pana- 
ceas, in short, to do their unacclaimed 
but not altogether unheroic part in re- 
staring a civilization worth dying for 
and worth living in. 

Mr. Jackson expressed this opinion of 
the essential worth of the actuary after 
stating that an actuary may wonder what 
place he has in a world at war, a world 
where inhuman brutalities are blotting 
out human values and where for individ- 
ual and national thrift on which the rate 
of interest depends for its very existence, 
is substituted the most reckless possible 
wholesale destruction. 


All Civilians Face Issue 


_ This problem of the actuary in war 
time, he said, is in a measure shared by 
every civilian trained to pursuits of peace 
by methods wholly pacific. 

. Jackson observed that even when 
a Ww i world is convulsed in conflict 
the pursuits of every day life must still 
be courageously carried on. It should 
reconcile the older actuary to go forward 
in the accustomed round of his daily du- 
ties. 

In England, he observed, the daily du- 
ties of the home office staff have fre- 
quently exposed them to the most nerve 
racking hazards of modern warfare. He 
recited a story that he was told by the 
actuary of a Canadian company with an 
important London office. He was con- 
cerned about British data for the annual 
statement under the trying conditions of 
late 1940 and cabled to the London of- 
fice for a report on the situation. “Our 
Office is without heat, every window is 
shattered, our year end valuation will be 
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submitted in full and on time,” the reply 
came. 

Even in an unbombed life office, the 
actuary’s duties are not remote from the 
total war effort. His company is pay- 
ing claims on the lives of heroes. A 
steady stream of premium income is one 
of the best guarantees against ruinous 
inflation. Accumulated funds are pro- 
viding the sinews of war. Without a 
vast reservoir of thrifty savings which 
insurance company assets represent, the 
whole problem of sound and successful 
war financing would be rendered incom- 
parably more difficult. 

Many have long regarded as inevitable 
in the emergency direct federal levies 
through heavy annual taxes, he asserted. 
Such levies, of course, constitute a direct 
tax on thrift and are in general to be de- 
plored but in crucial times if the govern- 
ment doesn’t tax thrift, he asked, where 
is it going to get its money? He said 
he should not now regard as unreason- 
able a substantial direct federal tax on 
insurance policyholders. All that might 
fairly be asked would be that the burden 
should fall as equitably as possible on 
the whole body of policyholders. To 
those members of the American Institute 
who are struggling through conferences 
with the government to bring about such 
reasonable equity as is possible the busi- 
ness owes gratitude and admiration, he 
said. 


Metropolitan Must Pay Tax 
on Collection Refund 


LANSING, MICH.—The Michigan 
attorney general’s department has held, 
in an opinion prepared by J. F. Shep- 
herd, chief assistant, in answer to an 
inquiry from Commissioner Berry, that 
Metropolitan Life must pay the state 
premium tax on that portion of pre- 
miums refunded to insured who make 
their premium payments to branch offices 
and thus eliminate collection expense. 

Metropolitan Life made deductions, 
before computing taxes, for these refunds 
amounting to $191,308 for the calendar 
vear 1939, $203,285 for 1940, and $206,- 
800 for 1941. A brief supporting the 
company’s position, based largely on a 
Kansas supreme court decision, was sub- 
mitted to the attorney-general along 
with the inquiry. 

The Michigan legal department opin- 
ion points out that this state’s law 
provides for a tax of 2 percent on gross 
premiums and that the amount originally 
collected from the policholders is the 
gross premium, the refund being merely 
a voluntary action of the company to 
eliminate certain collection expenses. 


Hearing on Group Proposal 
BOSTON — A special commission 
created by the state legislature, with 
Commissioner Harrington as chairman, 
gave hearing to representatives of 
state, county and city public employes 
on two bills which would make it per- 
missive for cities, towns, counties and 
the state to allow payroll deduction of 
premiums for group life insurance of 
organized groups of such employes. 
W. F. Kelly, president Central Coun- 
cil of State, City & County Employes, 
testified that all the regular companies 
except one had refused to provide such 
coverage unless premiums could be 
collected through payroll deduction. 
Mr. Kelly requested that the limit for 
membership enrollment in such plans 
be placed as low as 60 percent, since 
it was difficult to get large enrollments 
at first, although he was confident once 
the plan started rolling he could assure 
90 percent enrollment. Savings Bank 
Life Insurance had asked for 75 per- 
cent subscription and most companies 
desired such proportionate membership, 
The Blue Cross asked that the com- 
mission also consider allowing payroll 
deduction for groups seeking health in- 
surance. 
The 
June 26. 


hearing was postponed to 





A club has been organized in the home 
office of the Columbian National Life 
in Boston to send gifts to the men who 
have left there to join the armed forces. 


Minority Stockholder’s 
Suit Is Dismissed 


On the ground that the plaintiff had 
failed to set out his allegations in spe- 
cific fashion, the Hartford court found 
in favor of Travelers in a suit brought by 
Maurice Miller, a New York stock- 
holder. 

Miller based his action on certain tes- 
timony in the hearings of the Temporary 
National Economic Committee regard- 
ing loans made by certain Travelers’ di- 
rectors and officials from Connecticut 
River Banking Company and Travelers 
Bank and Trust Co. Miller lost by de- 
fault when he failed to comply with an 
order of the court for a more specific 
statement of his allegations. 

“Tt is one thing,” the court said, “for a 
governmental agency, or a legislative 
body to rake the ashes of the past for 
regulation or legislation for the future; 
it is quite a different thing when it comes 
to an individual bringing a suit in court 
against individuals. If he has a right to 
sue he has the obligation of setting forth 
his claim.” 





Metropolitan Coast Conference 


Twenty managers of offices of the 
Metropolitan Life in northern Cali- 
fornia area met at the Pacific Coast 
head office in San Francisco for a 


Interest on Proceeds Is 
Held Not Taxable 


Interest accumulating on life insurance 
proceeds placed under a life income trust 
agreement is not subject to federal in- 
come tax and should not be included in 
gross income for tax purposes, Federal 
District Judge Broaddus of Oklahoma 
City ruled in Mary Halliburton Sands 
vs. H. C. Jones. 

Mrs. Sands, of Tulsa, widow of Or- 
lando Halliburton, who died in 1931, was 
the beneficiary under policies of $10,000 
and $8,000, from whose proceeds she 
was to receive 240 monthly installments 
of $112.50. 

The government contended that al- 
though the value of the policies at time 
of insured’s death was deductible from 
gross income of Mrs. Halliburton, all 
interest accruing on these proceeds after 
Halliburton’s death was taxable. 

The judge ruled that income statutes 
are not intended to make any distinction 
whether insurance was to be paid in 
lump sums or installments under annuity 
agreements. 








round-table discussion with Henry E. 
North, vice-president in charge of Pa- 
cific Coast operations. Mr. North has 
just returned from the home office. 
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1—Low cost protection at less than 
term rates. 
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times until age 60. 


4—Final renewal to age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 


til age 70. 
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Insurance in War Time 


NATURALLY in these war times with all 
the dislocations, priorities, restrictions 
and_ regulations, enterprises 
cannot function in a normal way. The 
public will have to make allowance for 
a number of frailties and the lack of the 
service. However, of 
of business there to 
be a tendency to use the present situa- 
infractions and 
in fact, the 
People see 


business 


time in case 


lines 


old 
some seems 


tion an for 
unsatisfactory service when, 
fault rests at headquarters. 
a growing tendency on part of different 
concerns to be indifferent to the public 
and also point out lines of pro- 
cedure that could be greatly improved, 
adverse conditions. 

people at are willing to 
and to take without com- 
feel might have 


excuse 


as 


they 


even under 
The large 
make sacrifices 


plaint results that they 


been ameliorated or avoided. However, 
there is a bad taste in the mouth of the 
public in regard to some enterprises not 
doing what they might. 

Fortunately the insurance industry 
standing up magnificently. It has felt it 
desirable to maintain its service at the 
highest peak and there have been very 
cases where this has not been the 

The insurance people have deemed 
ary to keep faith with the 
and to so 


is 


few 
case. 
it highly necess 
public, to win its confidence 
conduct itself that criticism will be un- 
deserved and not justified. The insur- 
ance folks have not used the war as an 
excuse for not marching along aggres- 
sively and advancing in order. So far 
as we are able to judge, insurance 
all its classifications 
account of itself. 


in 


is giving a good 


Necessity of Buying War Bonds 


THE necessity of the people buying war 
bonds is being stressed from 
quarters. During this year Presi- 
Roosevelt has said that the coun- 
try must produce over 60,000 planes, 
45,000 tanks, 20,000 anti-aircraft guns, 
8,000,000 tons of shipping, in addition 
to mobilizing, training and 
millions fighting men. Upwards of 
50 percent of the total productive ca- 
and an equal share of national 
income must be diverted to making war 
This, of course, has meant 
a tremendous increase in the magni- 
the financial problem facing the 
government. Reliable 
that during the next fiscal year, 
1942, to June 30, 1943, there 
spent in the neighborhood of 
bition dollars. 

When bonds are purchased with sav- 
ings out of current income, 
savings help to reduce ex- 
cess consumer income which if spent 
for a limited supply of consumer goods 
would tend to up. It 
for this reason among others that the 
Treasury is going directly to the peo- 
much as of the 
needed f It is diffi- 


defense 
many 
dent 


equipping 


of 
pacity 
materials. 


tude of 
federal estimates 
indicate 
July 1, 
will 
60 


be 


on the other 


hand, such 


force prices is 


possible 
the war. 


ple for 


as 


money for 


cult to say exactly how much the gov- 
ernment can borrow directly from the 


people. It cannot, of course, hope to 
borrow in this way all that will be 
needed. Nevertheless, some definite ob- 


jective is desirable if the country is to 
have a standard by which to assure its 
success. 

The most effective single method for 
promoting the systematic purchase of 


U. S. savings bonds is through the pay- 
roll savings plan. Already nearly 


a total of about 
made such avail- 


50,000 firms employing 
20,000,000 people have 
able to their employes. 

Secretary of the Treasury Morgen- 
thau declares that in conducting a drive 
increased participation at higher 
rates of saving, the friendly, active co- 
operation of the workers themselves is 
of the utmost importance. 

The act 
Congress will determine how 
the money needed to finance the war 
to be The balance 
must be borrowed by the Treasury. In 
all probability there will need to be bor- 
rowed upwards of 35 billion dollars be- 
tween now and this time next year. In- 
part. 


for 


from 
of 
is 


revenue as it comes 


much 


raised by taxation. 


surance people are doing their 


Spirit That Is Needed Today 


“IF think it can’t be done, then 
you are beaten today.” 

“And I will go farther than that and 
say that if you think it can’t be done just 
then 


You 


as well as it has always been done, 


you are beaten.” 


These significant observations were 


made by two important insurance com- 
pany executives the other day in discuss- 
ing the many problems that are being 
encountered in operating under war time 
conditions and in trading information on 
what each had done in the way of adopt- 
ing alternatives to usual procedures in 





order that they might accomplish the 
same results. 

The spirit that they indicated is 
that must possess every executive these 
days. It is a spirit that must be imparted 
throughout the organization. It is cer- 
tainly true that an office can deteriorate 
in short order if mistakes and failures 
are lightly passed off as inevitable con- 


one 
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sequences of the war situation. An ex- 
ecutive cannot permit himself to indulge 
in this alibi nor can he permit others re- 
sponsible to him to do so. He must 
come to grips with the problem, beliey- 
ing that there is a way and that it is up 
to him to find it. It means sharp atten. 
tion to the task, resourcefulness and 
courage. 





PERSONAL SIDE OF THE BUSINESS — 





William H. Cunningham, statistician 
of State Mutual Life, and third oldest 
member of the home office in point of 
service, marked his 45th anniversary. He 
has edited the company’s prospecting 
house organ, “The Thread of Life,” since 
its first issue in January, 1935. He re- 
ceived his B. S. degree from the Worces- 
ter Polytechnic Institute in 1896. In 
1897 he joined the actuarial department 
oi State Mutual, and in 1906 took charge 
of the relations of the company with the 
different state insurance departments. 
He became manager of the dividend de- 
partment the following year, assistant 
secretary in 1919 and statistician in 1936. 
He is a former president of the Worces- 
ter Historical Society. 

Wilson Williams of New Orleans, 
general agent New England Mutual Life, 
spent a day or two in Chicago enroute 
home from the homecoming convention 
of his company last week. In days gone 
by he made Chicago quite frequently, he 
being superintendent of agents of the Se- 
curity Mutual Life of Binghamton, 
N. Y. At that time A. S. Rennie was 
Chicago manager. Mr. Rennie was a 
brother-in-law of the then president, 
Charles M. Turner. George Hoffman ot 
Guardian L ife fame succeeded Mr. Ren- 
nie. 

Charles E. Crane, " ertising manager 
of National Life of Vermont, issues a 
short war news bulletin each morning at 
11 o'clock for distribution to employes. 
Mr. Crane is well known outside of life 
insurance circles as the author of “Let 
Me Show You Vermont.” It may sur- 
prise many of his friends to know that 
he is ready to start doing this at Six 
o'clock any morning. 

Jess G. Read is launching his cam- 
paign for reelection as Oklahoma com- 
missioner. He has held that office for 
19 years. 

W. J. Graham, vice-president Equit- 
able Society, will be one of the four for- 
mer presidents of the American Manage- 
ment Association who will be especially 
honored at its banquet to be held at the 
Hotel Pennsylvania, New York City, 
June 11. They will join the discussion 
of the association’s present role in indus- 
try and its responsibilities in the recon- 
struction period following the war. 

A lake resort near the Twin Cities 
that caters particularly to insurance 
men is being operated at Forest Lake, 
Minn., by Frank Yetka, former Minne- 
sota commissioner. During his term 
as commissioner he acquired a summer 
home on Forest Lake. Since then he 
has added four cabins which he 
rents. Forest Lake, a short drive from 
Twin Cities, is popular with fishing en- 
thusiasts. 

A testimonial _— will be given 
Friday evening of this week at the Park- 


way ballroom in Chicago in tribute to 
Dr. M. O. Bousfield, medical director 
and vice-president of the Supreme Lib- 
erty Life, who becomes lieutenant col- 
onel of the medical corps, U. Army, 
and will act as commandant at the sta- 
tion hospital, Ft. Huachuca, Ariz. Dr, 
Bousfield is a member of the Chicago 
3oard of Education. He was formerly 
associated with the Chicago health de- 
partment. 

Charles E. Stumb, general agent for 
Connecticut Mutual Life in Detroit, un- 
derwent a major operation and is now 
convalescing at his home. His condition 
is reported to be excellent. 

Shelley F. Miller, Penn Mutual, 
St. Joseph, Mo., was honored on his 
55th anniversary with the company. Mr. 
Miller, 83, is associate general agent 
there, and was formerly general agent. 
He was presented a silver platter, suit- 
ably engraved by the company at a meet- 
of the Wayne Clover agency in Kansas 
City. 

C. A. Craig, board chairman National 
Life & Accident Insurance, also is board 
chairman of the $2,000,000 Joint Uni- 
versity Library, serving Vanderbilt 
university, Peabody college and Scarrit 
college. The annual meeting was held 
in Mr. Craig’s office at the National Life 
building. 

R. Blayne McCurry, editor of the Es- 
tate-O-Graph, has been elected 1942-43 
president of the Indianapolis Advertising 
Club. The Estate-O-Graph, a monthly 
pictorial brochure, is one of the most 
successful prospecting and _ production 
services for life insurance men. 

J. W. Fox, supervisor of agencies in 
the Jules Anzel agency of Continental 
American Life in New York, who has 
been away from his desk six weeks witi 
an attack of double pneumonia, is mak- 
ing a good recovery and is expected back 
to his office shortly. 

Fred C. Kamm of the statistical and 
sales promotion department of the 
Heifetz agency of Mutual Life of N. Y., 
in Chicago, retired this week. He was 
tendered a farewell luncheon by Samuel 


Heifetz, manager, and the staff. Mr. 
Kamm has been connected with the 
agency since 1928 in this work and with 
the company in Chicago since 1910. 
Manager Heifetz was toastmaster. 

Mr. Kamm is being succeeded in the 


by Irving Wolf, an 
A. Mr. Wolf for 1% 
vears has done statistics for T. D. 
Harvey, “millionaire” producer  con- 
nected with the Heifetz agency for some 


statistical work 
agent and ‘C. P. 


time. He is licensed to practice before 
the U. S. board of tax appeals, where 
for a period he represented taxpayers, 


and is a tax specialist. 


(8 E. Reilly, one of the founders of 
Old Line Life of America in 1910, will 
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“People are finding out they can get 
financial security though!” 


along without autos. 


They always need 








complete 32 years of service this year. 
He served as secretary-treasurer_ until 
1934, when he became president. Tradi- 
tional with the company is the dedica- 


tion of June to President Reilly and 
the agency force is again conducting a 
specia! sales drive this month in his 
honor. 


W. S. Fuller, manager of the north- 
ern Illinois ordinary agency of Pruden- 
tial in Chicago, was grand marshal of 
the Memorial Day parade in La 
Grange. Ill., his home town. There 
were 3,000 persons in the demonstra- 
tion. Major Fuller was an infantry cap- 
tain during the world war and 
was promoted to major. 


DEATHS 


Harry P. Gilman, 64, Canada Life 
agent since 1911, died at Newmarket, 
Ont. He had been with the company 
there since 1919. He consecutively quali- 


first 








fied for the quarter million club from 
1919 to 1930 and was vice-president of 
the millionaires club in 1936. He had 
more policies in force than any other 
Canada Life representative in North 
America. 


Martin E. Schryver, general agent of 


Union Central Life at Polo, IIl., for 
many years, died at the age of 61. The 
services Monday at Polo were attended 


vy Wendell Hanselman, vice-president 
and superintendent of agencies of Union 
Central, and K. D. Hamer, assistant su- 
perintendent. 

The agency was founded April 25, 
1872, by Martin E., Sr., who operated 
It until his death about 1910 when his 
son became general agent. The latter’s 
son, Martin E., III, has been associated 
with his father as an agent for a number 
of years. Martin E., Sr., was appointed 
by the Union Central's first secretary, 
N. W. Harris, later founder of the Har- 
ris Trust & Savings Bank of Chicago. 
In 1931 Union Central’s house organ 
printed a facsimile of a letter signed by 
Secretary Harris and dated Dec. 19, 
1872, which noted that if Mr. Schryver 
should produce at least $300,000 of busi- 
ness in the ensuing year he would be 
Paid a $1,200 bonus instead of the regu- 
lar contract arrangement. 

Martin E. had been connected with 
the company for 36 years. He had juris- 


diction over 14 counties situated around 
Polo and did a substantial business. In 
good times the value was as high as 
$2,500,000, but more recently about $1,- 
000,000. Polo is a town of only 1,627 
people. Union Central noted the Schry- 
ver agency produced about 200 percent 
of the apparent life insurance buying 
power of the section. 

John §S. Helgren, 75, for 25 years 
cashier of Guarantee Mutual Life, died 
after a long illness. He went to Omaha 
from Sweden in 1880 and was well 
known in Omaha as a choir director. 

W. R. Baker, 48, who served as in- 
surance commissioner of Kansas from 
1923 until 1929, died in Kansas City, 
Kan., after an illness of some time. 
About a month ago he underwent an 
operation for removal of an eye. He 
was familiarly known as Captain Baker, 
having served overseas as captain in the 
former war and returning as a major. 
He graduated from University of Kan- 
sas law school in 1915. He was assist- 
ant commissioner of Kansas from 1919 
to 1923. At the time of his election as 
commissioner he was the youngest man 
ever to be elected to state office in Kan- 
sas. He was a lawyer and was engaged 
in a good deal of insurance work. His 
law firm was Henning & Baker of Kan- 
sas City, Kan., his former partner being 
E. H. Henning, now president of IIli- 
nois Bankers Life. 

Arthur James, 64, a director and vice- 
president emeritus of Wisconsin Na- 
tional Life, died at his home following 
an extended illness. A native of Eng- 
land, he came to the United States at 
the age of 20 years and soon entered 
the insurance business in Albany, N. Y., 
and later held a home office post in 
Philadelphia. About 1905 he went to 
Milwaukee and became secretary of the 
old Northwestern Casualty which was 
merged with Wisconsin National Life in 
1910, when Mr. James also went to 
Oshkosh to organize the accident and 
health department. In 1923 he was 
elected vice-president of Wisconsin 
National Life, and in 1924 a director 
and vice-president in charge of agencies. 
Early this year he was named vice- 
president emeritus. G. A. L’Estrange, 
manager of the accident and health de- 
partment, became agency director and 
last month was also elected a vice-presi- 
dent. 
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~ LIFE AGENCY CHANGES 





Travelers New 
Assistant Managers 


Six field assistants in the life depart- 
ments of Travelers have been promoted 
to assistant managers. They are Fred- 
eric C. Krapels, Toronto; Henry F. 
Leutholt, 42nd Street, New York; John 
D. Parker, Jr., Boston; John F. Peffer, 
Erie; G. Gordon Seiter, Syracuse, and 
Vincent O. Wilde, Brooklyn. 

Mr. Krappels has been with Travelers 
since 1929, when he was appointed a field 
service representative of the group de- 
partment at Montreal. He became a 
field assistant in the life department at 
Toronto in 1937. 

Mr. Leutholt was appointed a field as- 
sistant at the 42nd Street branch office 


in 1937. He has previously been associ- 
ated with the B. F. Goodrich Co. in 
Brooklyn. 


Formerly in Real Estate Field 


Mr. Parker, a graduate of Dartmouth, 
first became associated with Travelers as 
a field assistant at Boston in 1937. He 
had formerly been employed by the firm 
of C. W. Whittier & Brother, real estate 
brokers. 

Mr. Peffer, who was appointed a field 
assistant at Erie in 1937 is a graduate ol 
the University of Alabama. Upon re- 
ceiving his A. B. degree, he attended 
Edinboro (Ala.) State Teachers College 
and taught school for four years before 
joining Travelers. 

Mr. Seiter attended Syracuse Univer- 
sity and became a member of the Trav- 
elers organization in 1930, when he was 
appointed a field assistant at Syracuse. 
He had previously been associated with 
the brokerage firm of Dillon, Read & 
Company. 

Mr. Wilde attended New York Uni- 
versity and was employed by Consoli- 
dated Edison Company before being ap- 
pointed a field assistant by Travelers at 
3rooklyn in 1939. 


Sophia Bliven Is General 
Agent of Pan-American 


Sophia W. Bliven has been appointed 
general agent for Pan-American Life at 
Cleveland. Miss Bliven has been in 
charge of the women’s division of Penn 
Mutual’s home office agency at Phila- 
delphia since 1930. 

After two years of teaching and sev- 
eral years of executive secretarial work 
at Cornell University and the First 
Methodist Church of Akron, Miss Bliven 
entered life insurance as an agent, work- 
ing chiefly among women. Later she be- 
came associated with a large agency in 
Philadelphia as service department man- 
ager. In this capacity she prepared il- 
lustrations, proposals, audits, conducted 
agency meetings and trained new agents. 


Started Women’s Division in 1930 


In April, 1930, Miss Bliven organized 
and developed the women’s division of 


Penn Mutual's home office agency, and 
was successful in establishing an out- 
standing productive unit of women 


agents. 

Miss Bliven was chairman of the divi- 
sion of family finance of the General 
Federation of Women’s Clubs, and has 
made many appearances before women’s 
clubs throughout the country. She 
served as insurance chairman of the 
Pennsylvania and Philadelphia women’s 
federations. For Pan-American, Miss 
Bliven will specialize chiefly among pro- 
fessional and business women. 


Myklebust Des Moines Manager 


L. J. Myklebust, who recently has 
operated a general insurance agency at 
Indianola, Ia., has been named Des 
Moines manager of Northern Life of 
Seattle. 

He has been in life insurance work for 
17 years. both in personal production and 
agency development. 


Mercer Chicago Manager 
of Illinois Bankers 








ROBERT 


MERCER 


Robert Mercer, a leading agent of 
Chicago for more than 20 years, has 
been appointed manager by _ Illinois 
Bankers Life of its Chicago office with 
supervision over metropolitan and su- 
burban territory. 

He has been an outstanding agent of 

3ankers Life of Iowa for 22 years and 
except for three years has led all that 
company’s Chicago agents since 1920. 
He is a “millionaire,” having produced 
$1,025,000 in a single year. 

Mr. Mercer is a native of Chicago. 
He worked for several years in the stock 
yards office of Armour & Co., before 
entering life insurance work. 


Going After Brokerage 


The agency office of which he takes 
charge is located at 120 South LaSalle 
street. Ample quarters have been pro- 
vided for expansion in manpower and 
facilities. Mr. Mercer plans to develop 
a full fledged brokerage department. 

Harry E. Wood, home office repre- 
sentative who has been in charge of 
the Chicago office, for the time being 
will continue to cooperate with Man- 
ager Mercer until the agency is function- 
ing smoothly. 


Wilsdon to St. Louis 
Hughes to Ia., for N. Y. Life 


A. J. Wilsdon, agency director of 
New York Life in Sioux City, Ia., is 
being transferred to St. Louis and will 
be connected with the Missouri clearing 
house branch. 

H. W. Hughes, supervisor of the 
Pittsburgh branch will be transferred to 
Sioux City, succeeding Mr. Wilsdon. 


Occidental Life Names 
Granberry in Indiana 


Occidental Life of California has ap- 
pointed William J. Granberry as general 
agent for Indiana, with headquarters in 
Indianapolis. The company plans _in- 
tensive development of the state and 
Mr. Granberry will hold a meeting for 
all Occidental agents in the state in 
June. Most of these agents have been 
working under supervision of the Chi- 
cago branch office. 

Mr. Granberry returns to the life in- 
surance after 10 years as a partner in 
the New York stock brokerage firm of 


Granberry & Company. He_ entered 
life insurance in 1919 in Mississippi with 
Reliance Life, after serving in the 
marine corps during the war. After 
three years he moved to Bogalusa, La., 
in 1922 as an agent for the Pan-Ameri- 
can Life. Later he became a general 
agent for that company. 

In 1929 Mr. Granberry joined the 
Wall Street brokerage firm of Reynolds 
& Co., and in 1931 formed his own firm. 
At Indianapolis he will have headquar- 
ters at 1210 Merchants’ Bank building. 


Albert E. Jensen at Burlington 


Albert E. Jensen who has just been 
appointed general agent at Burlington, 
Vt., for Penn Mutual Life, takes the 
place of the late Hector J. Daigle. Mr. 
Jensen is responsible for the entire state. 
He was born in Bruce, S. D., in 1903. 
He graduated from Northern Teachers 


College at Aberdeen, S. D., and later 
taught commerce in Dakota _ high 
schools. While attending college he sold 


life insurance part time and after teach- 
ing a few years entered the business on 
a full time basis. In 1935 he went with 
Penn Mutual at Sioux Falls, S. D., as 
supervisor and since May of last year 
he has been at the home office, in train- 
ing for managerial duties. At Sioux 
Falls he was president of the life under- 
writers association and secretary of the 
state association. 


Tennis Player Joins Earls Agency 
CINCINNATI—F. William Talbert, 


seventh ranking amateur tennis player in 
the United States and nationally known 
in tennis circles has been sncietod a 
special representative of Connecticut 
Mutual Life in the William T. Earls 
general agency here. 

Mr. Talbert, who is 23 was a tennis 
star at University of Cincinnati during 
his college days. He defeated Robert 
Riggs, U. S. and all-English champion. 
Talbert also holds several state tennis 
titles. 





J. P. Carroll Resigns 


J. P. Carroll, a supervisor for the 
Lloyd S. Wright general agency of Lin- 
coln National Life at Indianapolis, has 
resigned. 


A. K. Taylor to hanes 
NEW YORK—A. K. Taylor, direc- 


tor in charge of public relations for the 
C. V. Starr organization, including 
American International Underwriters 
and United States Life, has been 
assigned to the Bogota, Colombia, 
branch office. He will assist William 
Ryan, manager of the Bogota office. 





New Penn Mutual 
Oakland General Agent 





Henrik G. Wollter has been. ap- 
pointed general agent for Penn Mutual 
Life at Oak- 
land, Calif. 

Born in New 
York, Mir. 
W ollter has 
lived most of 
his life in 
Ohio. He has 
been in life in- 
surance seven 
years, with 
Penn Mutual's 
Cleveland 
agency. He 
has served as # 
manager for 
the Banks & 
Yor aonessase 
agency at 
Youngstown, 
Akron, and 
Canton, and since 1938 has been produc- 
tion manager at Cleveland. During the 
past few months he has been attending 
the company training school at the home 
office. 

He attended Youngstown College, and 
during the former war served in the 
marines. 





H. G. Wollter 


ASSOCIATIONS — 


Roberts Is Elected 
Dallas President 





Harry M. Roberts, Reliance Life, was 
advanced from vice-president to beige 
dent of the Dallas Association of Life 


Underwriters at the annual meeting, to 
take office July 1. He succeeds John 
P. Costello, Southwestern Life. 

Other otticers named are: Vice-presi- 


dent, Charles E. Seay, Southland Life, 
formerly treasurer: secretary, J. Max 
Spangler, Kansas City Life, heretofore 
state committeeman; treasurer, Lyman E, 
King, Minnesota Mutual Life, educa- 
tional chairman; state committeeman, J, 
A. Foster, National Life & Accident. 


Ricks Strong, John Hancock, continues 
as National committeeman. 

Adam Rosenthal, St. Louis man 
Acacia Mutual, advocate of visual sell- 
ing, said an unlimited amount of etfec- 
tive sales material is available to agents 
by clipping items from daily newspapers, 
He advised searching newspapers for 
pictures and stories that make gooi sell- 
ing material. 

Visual selling enables the agent to 


ager 


conduct the interview more quickly, 
more fully, interestingly and effectively, 
he said. For selling retirement policies, 


newspaper articles concerning men of 
advanced age who are actively following 
sports and otherwise enjoying life are 
very valuable. He also advised use of 
clippings showing that general invest- 
ments are not guaranteed to produce an 


income and that life is uncertain. Clip- 
pings can serve as an effective sales 
story. Letters also help in the approach 
and close, building prestige. 

Three Dallas agents continued the 
forum series on selling life insurance un- 


der war-time conditions with practical 
pointers in a discussion of ‘ ‘Prospe ‘ting 
Under War-time Conditions.” The 
speakers were Guy Goldstandt, Equit- 
able Society, successful agent for 30 
years; Hancel M. McCord, Connecticut 
Mutual Life, a two-year man with an 
outstanding record, and Charles E. Seay, 
Southland Life, who has had six years of 
successful selling. 

“Don’t get sold on the idea that busi- 
ness is bad,’ Mr. Goldstandt warned. 
“The right mental attitude is the key to 
prospecting in the right brackets under 
war-time conditions. Go out and sell.” 

Mr. McCord advised working hard all 
of the time. Salary savings plans are 
good sources of new prospects. He sug- 
gested agents canvass women and de- 
fense workers and stress educational! pol- 
icies. 

Mr. Seay urged the agents to prospect 
their way back into the business. He 
suggested the agents get an idea and 
then develop it. 


Testimonial for Roy Cox 

The Houston 
derwriters gave a tes 
last Friday for Roy Cox of 


Association of Life Un- 
testimonial luncheon 
Aetna Life, 


president of the organization. The 
Houston General Agents & Managers 
Association participated in this testi- 


monial, W. T. Murphy was chairman 
of the committee in charge. The Hous- 
ton association is the largest of the local 


units in Texas with a membership of 
230. 

At the luncheon honoring Mr. Cox, the 
new officers were installed. W. O. 


Catterton, Equitable Society, is the new 
president; Dale Shepherd, Connecticut 
Mutual, vice-president, and those two 
with W. T. Murphy were elected as new 
directors. 


Salt Lake Bond Drive Succeeds 
George J. Cannon, executive vice- 
president Beneficial Life, as Salt Lake 
City chairman of the payroll deduction 
committee and life agents have been 
very successful in the war bond drive 
More than 40,000 employes, representing 
about 200 business firms of the city, have 
joined the plan. Ww orking with Chairman 
Cannon as captains of 10-man teams are: 
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Frank Mozley, Beneficial; W. B. Fur- Purcell, New York Life; A. E. Richard- dent; Henry Friedman, secretary; Hugh tion, gave talks. Fred Bright, president, 
man, Prudential; C. H. Price, Penn son Jr., Mutual Trust; and Gordon B. pr Ml sos hy cet Neg oa a eres uaaaaed secs ainciialiie 
eS iche = Jew 7 - Tins , ; € > an, : : , State *hicago—Specia 1onors to 22 y 
Mutual: < ee eee hey Winslow, Travelers. commlttesnes. 1. 3 Mates, Dee vat geackhente etl be wale a% the an- 
Life; ]. H. Tomlinson, Prudential; R. E. buque attorney, spoke on “Life Insur- nual meeting June 16. J. H. Brennan, 
ance from an Attorney’s Point of View.” manager Fidelity Mutual, will be in- 


Vandehei, Equitable Society. 


lowa Association All Set 


for Annual Meeting 


DAVENPORT, IA.—A full program 
with outstanding speakers has been lined 
up for the annual meeting and _ sales 
congress of the Iowa Association of Life 





Underwriters here June 5-6. 

The Iowa Quarter-Million Dollar 
Round Table will meet on Friday. Ralph 
U. Henninger, tax counsel for Wolf & 


Moines, will discuss estate 
and conservation in the morn- 
nd following a luncheon, James 

New York Life, Peoria, IIl., will 
talk on “Real Personal Production Dur- 
ing the War Period.” Six members will 
present current usable ideas. 

The lowa association will hold a busi- 
ness session on Friday followed by a 
etows! ip hour and the annual banquet. 

Plans will be considered for the for- 
eutin of an Iowa C. L. U. chapter. 





Nebraska Congress Program 


June 6 Is Announced 


LINCOLN, NEB.—Five outstanding 
speakers are listed on the program of the 
Nebraska Life Underwriters Association, 


which meets for an all-day sales con- 
gress June 6. T. B. Reed, Oklahoma 
City, National association trustee, will 
speak on “Recipes of a Personal Pro- 
ducer.” He has written over a million 


for four successive years. H. A. Hedges, 
Kansas City, general agent of Equitable 
of Iowa and National association secre- 
tary, will talk on “Let "Em Buy;” Henry 
A. Bodendieck, Kansas City ——-; 
magazine editor, on “What They Say;” 
George A. Harper, Des Moines, assistant 
superintendent of agencies Bankers Life 
of Iowa, on “Are We Still Doing Busi- 





ness as Usual,” and Director Fraizer on 
“Life Insurance and the Nebraska De- 
partment.” Lloyd J. Marti, Lincoln 
lawyer, will discuss life insurance from 


the buyer’s standpoint. 


Oklahoma Meeting June 26 

Upon his return from a trip to Chi- 
cago, |. Hawley Wilson, president an- 
nounced the annual meeting of the Okla- 
homa Association of Life Underwriters 
will be held in Tulsa June 26. K. E. 


Williamson, general agent Massachu- 
setts Mutual, Peoria, Ill, will be key 
speaker. 


Boston Nominations Announced 
BOSTON—Winslow S. Cobb, general 
agent of Connecticut Mutual, has been 
nominated for president of the Boston 
Life Underwriters Association. The an- 
nual meeting is June 11. Other nomi- 
nations are: First vice-president, E. W. 
Enman, Prudential; second vice-presi- 
dent, M. H. Warren, Phoenix Mutual: 
secretary-treasurer, M. P. Ford, 
Life; directors, Michael Alerpin, Mutual 
3enefit; J. O. Bogardus, Union Mutual; 
B. L. Cook, Aetna Life; W. H. 
Jr., John Hancock: Samuel 
Equitable Society; E. L. Maillet, 
England Mutual; R. E. Morrison, 
Mutual; T. F. Neelon, Metropolitan; 
.. D. Phelps, Northwestern; W. R. 
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N. H. in Abbreviated Session 


MANCHESTER, N. H—The New 
Hampshire Association of Life Under- 
writers heard Ralph C. Bevan, general 
agent of National Life of Vermont at 
Providence, R. I., at its annual meeting 
here. The association voted to cancel its 
annual sales congress in view of trans- 
portation difficulties. Charles N. Cutter, 
Union Mutual Life, Nashua, was elected 
president, and Abraham Shoul of Man- 
chester was elected vice-president. Other 
officers will be appointed. 


Slate Duckett in Los Angeles 


LOS ANGELES—Leon A. Soper, 
chairman of the nominating committee, 
has announced the following slate for the 


Life Underwriters Association of Los 
Angeles: 
President, Alfred C. Duckett, North- 


western Mutual Life; first vice- president, 
James H. Cowles, Provident Mutual 
Life; second vice-president, O’Brien 
Sawyers, Northern Life; secretary-treas- 
urer, George F. Quigley, New England 
Mutual Life; directors, C. E. Cleeton, 
Occidental Life; Mark S. Trueblood, 
Union Central Life; Edward Kelly, Met- 
ropolitan Life; Dan F lynn, Penn Mutual 


Life; C. G. Shepard, Lincoln National 
Life. 
Beaver Falls, Pa.—V. M. Shewbert, 


Pittsburgh general agent of Home Life 
of New York, = spoke Thursday on 
“Meaning What.’ He will give the same 
talk at New Castle, Pa., next Thursday, 
and at Butler, Pa., next Friday. E. M. 
Aiken, supervisor of Provident Mutual, 
will give a talk “The Dough in the 
Doughnut,” at Washington, Pa., June 10. 

Jackson, Tenn.—E. T. Proctor of 
Nashville, general agent for Northwest- 
ern Mutual, gave an address on “Selling 
Life Insurance During the War.” Mr. 
Proctor having started in the business 
in 1917 has now had experience in sell- 
ing in two wars. He stated there is 
no difference between selling in war 
times and selling in peace times. The 
need for life insurance exists at all 
times. It is the agent’s job to find the 
prospect, go where the prospects are. 

Mr. Proctor, as chairman of the Ten- 
nessee Life Underwriters committee for 
sale of war bonds, outlined the job of 
putting in operation pay roll deduction 
plan. 

Philadelphia—The feature speaker at 
the annual meeting June 11 will be John 
A. Witherspoon, president of the Na- 





tional association. 

Dubuque, Ia.—W. Russell Deatherage, 
Equitable Life of Iowa, was elected 
president at the annual meeting, suc- 
ceeding Charles J. Stratton. Other new 
officers are: Ray A. Roth, vice-presi- 


D. B. 
war bond sales 
the results in 


Cassat, chairman Dubuque county 
committee, reported on 
the campaign. 


St. Paul—Plans for the national con- 
vention of the National association in 
Minneapolis in August were outlined at 





the annual meeting of the St. Paul 
group. 

Springfield, Mass. The final speaker 
of the season was Edward L. Reiley, New 
York City general agent of Penn Mu- 
tual on “Why People Buy.” 

Amarillo, Tex.—At the annual meet- 


ing the following were elected officers: 
President, Roy Cloninger, Jefferson 
Standard; vice-president, C. L. Copeland, 
Southwestern Life; secretary-treasurer, 
Earl J. Sparks, United Fidelity, and C. 
F. Collier, Great Southern; Zeb Moore, 
Kansas City Life; Wade Holman, State 
Life of Indiana, and Eugene Harris, 
State Reserve Life, directors. Walter 
G. Clayton, Aetna Life, is national com- 
mitteeman, and F. B. Martin, Business 
Men’s Assurance, state committeeman. 


Pennsylvania—President W. S. Tiffany, 
Prudential manager in oR cht ‘Pennsyl- 


vania, has announced committees for 
the state association. Chairmen are: 
Agents qualification, Paul B. Banks, 


Equitable Society, Philadelphia; budget, 
W. Rankin Furey, Berkshire Life, Pitts- 
burgh; bulletin, Clifford H. Orr, National 
of Vermont, Philadelphia; by-laws, John 
H. Blackman, Mutual of New York, 
Scranton. 

Boston — President Guy W. 
John Hancock Mutual Life, will speak 
at the annual luncheon meeting in Bos- 
ton City Club June 11 on “The Neces- 
sity of Life Insurance to the American 
Way of Life.” 

Richmond, Va. Howard Goldman, 
Northwestern Mutual, past president at 
the May luncheon-meeting of that or- 
ganization, discussed the function of 
life insurance as a preparation against 
a post-war depression. Herbert R. Hill, 
Life Insurance of Virginia, reported on 
the Roanoke sales congress. 

Hazleton, Pa.—Harold Teitrick, chief 
of the Bureau of Agents and Brokers 
of the Pennsylvania department, and 
William S. Tiffany, eastern Pennsylvania 
manager of Prudential and president of 
the Pennsylvania association, spoke. 

Cedar Rapids, Ia.—Life insurance has 
taken its place beside medicine and law 
as a professional bulwark of the nation, 
H. V. Gaskill, dean of industrial science 
at Iowa State College, declared. One 
serious impediment until recently in 
furtherance of the profession, he said, 
has been the “canned” sales talk. Ap- 
plication of selling technique must be 
determined by the individual and he 
must devise his own methods. 

Oil City, Pa.—Frank Jackson, agency 
supervisor of Mutual Life of New York 
in Erie, and John H. Bream, executive 
secretary Pennsylvania State associa- 
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stalled as president, succeeding W. N. 
Hiller, Penn Mutual. The past presi- 
dents will be presented plastic plaques 
inscribed to indicate the years in which 
they served. 

Miss E. D. Jones, chairman war bonds 
committee of the Cashier’s division, re- 
ported substantial sales made Memorial 
Day by cashiers and office members who 
volunteered to promote the sales in 
theater lobbies. This program will be 
continued every evening for duration by 
members. Miss Laura Conealy, cashier 
of H. S. Vail & Sons, special agents of 
Northwestern Mutual, reported $10,110 
sales her first night on duty at McVick- 
ers theatre. 

Passaic-Bergen, N. J.—Philip J. Am- 
brosini, manager of John Hancock Mu- 
tual Life, has been appointed national 
committeeman. 








Victory Campaign for Woods 


A Cecil Woods Month Victory Cam- 
paign is being staged in June by Volun- 
teer State Life agents in honor of their 
president. This is the fourth annual drive 
during Mr. Woods’ birth-month enviable 
production records having been rolled up 
in previous efforts. A 50-cent war 
savings stamp will be awarded each 
agent for each 10 percent that his paid 
volume exceeds his quota. The three 
leading producers will receive $100 war 
bonds. Flags will be awarded the 10 
leading agencies. Each agent is provided 
with a sales record sheet which is to be 
returned to the home office and bound in 
a leather book for Mr. Woods. 
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Service ... Maintaining an 
intimate, personalized rela- 
tionship with its policy- 
holders and agents. 
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Lncdoeeincies: ... Officials 
long in the field, assuring 
a. thorough knowledge of 
requirements and valuable 
assistance. 
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Stability . . . Twenty-six 
years of conservative 
growth based on sound fin- 


ancial principles. — 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 
published in May at $5 a copy. 


New England Mutual 





Participating Forms 





Spl. Spl. ee Inec.~ 
10rd. 120 Or Pay Endat 85 
R ~ t Pref. Pay ?E nd. End. 20 
s to Hetiremen Risk Life ates 88" “Ord. spay 
Age $ ] $ $ 
20 «638.58 63.73 38.29 61.00 16.98 151.07 
Income Plans 25 43.73 69.33 42.98 66.09 19.06 163.70 
30 50.28 76.10 48.93 72.23 21.70 178.89 
r , ‘ . 35 58.75 84.28 56.65 79.65 25.12 197.26 
A retirement income with a basic 49 69.90 94.48 66.86 88.89 29.65 220.16 
amount of $1,500 for males and $1,700 45 84.90 107.55 89 62 100.75 35.75 249.54 
for females has been added to the list 4 ete yee 95.18 9113.04 44-10 288.80 
of policies issued by New England 69 “7S ) TS ftttt2tt O80" gro rs 
Mutual. This form, as for the $1,000 J Min. $2.500. 2 $2,255 of i BVA 
face amount contract, provides $10 os In. 92.000. 2 255 of ins. 3 Age 
monthly life income, 120 months cer- eer oe a. eee oe 
tain. Death benefit, prior to maturity, 


is face of policy or cash value if greater. Union Central Action on Loans 


Maturity cash values pie A a. The Union Central Life has notified 
Male age 55, —— oe O. panne policyholders that the practice of holding 
age hag. wey female 1p tt a ii policies at the home office as collateral 
age 60, $1,893; age 65, $1,701. security for loans will be discontinued 


Female—$1,700 


Male—$1,500 
7—Ret. Income—, 


Ret. Income ~ hereafter all will be endorsed to 


and 





Caminetti Upheld 
on Chapter 9 Suits 


LOS ANGELES—Appeals of Guar- 
anty Union Life, National Guaranty 
Life and State Mutual Life of California, 
three of the chapter nine life companies 
taken over by Commissioner Caminetti, 
have been denied by the second district 
court of appeals. In the same rulings the 
appellate court denied the application for 
attorney fees for counsel for the appel- 
lant companies. 

In the opinion in the Guaranty Union 
case, Justice Drapeau states “There is 
no requirement of our insurance code 
that the insurance commissioner must 
wait until an insurance company is in- 
solvent before he takes action to protect 
the policyholders. If the management of 
the insurance company so conducts its 
business that there is a loss, or risk of 
loss to the policyholders, it becomes the 
duty of the insurance commissioner to 
take possession of the company’s assets 
and to conduct its business as conserva- 
tor. 

“If the trial court upon competent tes- 
timony and without abuse of discretion 
determines that the past record of the 
management of a mutual company is 


tion is binding upon our courts of re- 
view.” s 
In all three cases the decisions consil. 
ered the commissioner’s charge that the 
high salaries paid officers were dispro- 
portionate to the value of the services 
rendered. C. W. Harrison as executive 
vice-president of State Mutual of Calj- 
fornia received $1,000 a month and as 
president of National Guaranty $30,000 a 
year. Eight related persons who con- 
trolled Guaranty Union received a total 
of $72,000 per year in salaries. The court 
held that although this company was 
solvent, “withdrawal of this $72,,000 per 
year, continuing long enough would 
eventually render any company insolvent 
and thus destroy the very purpose of 
the payment of insurance premiums.” 


Cox Addresses Women’s Division 


SAN FRANCISCO—‘The Romance 
of Life Insurance,” was the subject of a 
talk at a meeting of the women’s divi- 
sion by Ray P. Cox, vice-president and 
manager of agencies California-Western 
States Life. This is the last of a series 
supervised by Mrs. Stella Gibbs, man- 
ager woman’s department, California- 
Western States. Mrs. Genevieve Mac- 
liver, Equitable Society, reported on 
recommendations on taxation affecting 
life insurance presented to the ways and 


means committee of the House by the 
National Association of Life Under- 
writers, 


J. R. Gregory of the promotion de- 




































































































































































































































































Age at55 at60 at65 at55 at 60 at65 show an assignment to the company and "4 : : ‘ ¢ 
$ $ $ ee returned to the assured or the owner, Such that that management should not partment of the Rough Notes Co., has 
10 33.60 30 32:49 Policies now on file at the home office again be permitted to control the desti- been elected secretary of the Indian- 
20 7.50 36.50 will be returned as rapidly as possible. nies of the policyholders, that determina- apolis Junior Chamber of Commerce. 
21 :60 37.40 
22 9.80 54.5 38.40 
23 10 56.6 39.50 
24 .50 58. 40.60 Ce a M ] Di id d h 
25 ‘90 37.10 61.20 49.30 41.80 aciric utua iviaen anges are own 
26 40 38.20 63.70 51.00 43.10 
27 10 39.40 66.50 52.80 44.40 
28 80 40.70 69.40 54.80 45.80 
29 70 42.00 72.60 56.90 47.30 1942 DIVIDEND SCHEDULE Ordinary Life—3% 1942 DIVIDEND SCHEDULE Reserve 3% 
30 70 43.40 76.10 59.10 48.90 Illustration—Based on Dividend Scale i i Bey Illustration—Based on Dividend Scale May 1 
31 90 44.90 79.80 61.60 50.60  .———— 3 30 cart 33 a ass | 
32 20 46.50 83.90 64.10 52.40 + 21.15 21.69 22.26 22.85 23. 48 ft 1424.84 25.58 26.36 | 4 7 0 20 vaymen' Life —_|_ #0 Year x Endowment = 
33 ea ee see. ores oe 2 37 3.42 3.47 3.53 3.57 3.63 | Ages 5 oy 
3 2°40 50.10 93.30 70.00 56.40 A =— c fe 337 369 375 «3:80 3:86 3.90 | Premium 30.12 32.87 36.22 45.73 62. ee 48.15 4. 8554.22 66.36 
35 5.40 52.10 98.70 73.20 58.60 5 407 411 4:15 4:20 4:25 4:30 4:34 4:38 4.38] 2 3.24 3.51 3.77 4.25 6.06] 3.50 4.00 4.39 6.10 
“4 50 54.20104.70 76.80 61.00 10 481 4.85 4.85 4186 4.87 488 490 493 5.00] 3 3.54 3.80 405 4:55 645) 3:83 430 470 6.50 
+4 a0 BRA an RNR) ORD 15 5.61 5.62 5.65 5.70 5.79 5.88 5.95 6.05 6.17 5 4.14 438 455 5.25 7.24) 446 484 5.42 7.29 
37 00 56.40 111.40 80.60 63.5 20 6.19 625 633 644 656 6.69 6.80 6.92 _7.06| 10 5.00 515 530 648 876 550 5.77 671 878 
38 2 80 58.90118.90 84.90 66.20 — ——————— DER EATER MTR ae | 15 6.01 6.14 6.57 7.91 10.41) 6.73 7.17 8.13 10.30 
39 114.! +e ee en cee ee 229.60 228.50 234. 80 241.40 248.40 255.80 263.60 | 20 6.65 __7.02 _7.53 8.91 11.24] 7.77 __ 8.23 8.97 __ 10.61 
40 123.40 50 64.30 136.80 94.60 72.40 37.36 37.86 38.15 38.51 80 39.16 39.41 39.68 39.94 | 19 Year Summary 
41 133.30 89.60 67.40 147,70 100.20 5 ~ W414 179.04 184-45 189.99 196.00 202.24 208.99 216.12 223-66 19 yrs. Proms, 301.20 328.70 362.20 457-30 626.80] 481.50 498.50 542.20 663.60 
42 144.70 95.20 70.80 160.30 106.50 79.60 Av. Net Payt... 17.41 17.90_ 18.45__19.00__19.60___ 20.22 20.90__ 21.6 10 Yrs. Div'ds. 38.31 40.36 41.81 49.15 67.69] 41.62 44.83 50.80 68.07 
43 157.90101.50 74.50175.00 113.50 %3.79 10 ¥r Cash Vat 35-0010 00104-0910 00 108.00 112.00 117.0 "00 126, T-00|10 Yrs. NET.... 262.89 288.34 320.39 408.15 559.11] 439.88 453.67 491.40 595.53 
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47 . 136.10 93.10 “9 See 10 104-0) 20 Yrs. Div'ds. (94.48 95.36 96.01 96.91 gor St 08.08 100.24 101.56 107.90 Teo en 
40 99.10 2 ABB: 20 Yrs. 2 2 9. 09 371. 
9 ; 162,70 we os 181.80 118.90 re Net Payt. “76. 8 et 92 aTTa6 378.00 18.59 19.19 19.83 20.50 ___21.22 ize bi — =e peg =e = - 13531 * 903. 24 oor. Se a1 2 40 ae 
50 - 179.90 113.50 - 201.00 127.40 30°Yr Cash Val 248.00 257.00 268.00 276.00 286.00 296.00 306.00 “SI7-00 “328-00 |5) Lis: ‘Naew's” 53°20 59409 Glace Tag i2 10M0.90) aaz62 819.08 081.37 1156.30 
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Dividend Mlustration Based on 1942 a _ es [0 XE. Costin 11:80  f-91 5.96 62.12 255.801 1147. fH 1120.95 $48.63 156.30 
Seale Age 35 at Issue ORDINARY LIFE—3% —— |Average Cost 7.09 _#.05 28 3.10 ‘12.80 05 $2.43 7.82 
ec AS ade SS . < 
36 40 42 44 
Pre ag ey Ages 36 37 38 39 a. 
‘ 3.70 $73 P on 17 2804 28.95 29.92 30.94 $2.03 35.18 at 40 35.7 
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NEWS OF THE COMPANIES 


LIFE SALES MEETINGS 
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Two Vice-presidents 
Have Been Elected 


The election of two new vice-presi- 
dents of Western & Southern Life has 
been announced. William C. Willging 
js made vice-president and member of 
the finance committee and Paul J. 
Vollmar vice-president and manager of 
the real estate and mortgage loan de- 
partment. 

Mr. Willging, who was born in Cin- 
cinnati, is a graduate of the law school 
of the University of Cincinnati, became 
associate counsel for the Western & 
Southern Jan. 1, 1932 and has been an 
active member of the legal staff ever 
since. 

Mr. Vollmar, formerly vice-president 
of the Western Securities Company of 
Omaha, was born and educated in Iowa. 
He became associated with Western & 
Southern as assistant vice-president in 
the mortgage loan department in 1931 
and was made manager of the depart- 
ment in 1937. He is chairman of the 
advisory committee of the insurance 
section of the Mortgage Bankers As- 
sociation. 


Report of Examination 
of Alliance Life Is Made 


The report of the convention examina- 


tion of Alliance Life of Chicago has 
been released showing assets on Dec. 


31, 1940, of $19,999,040, contingency re- 
serve $35,000, capital $600,000 and net 
surplus $514,729. The cost of the ex- 
amination to Alliance Life was $9,903. 
The Michigan examiner got $20 a day 





New Home Office 
Field Assistants 








Robert Selby 


H. W. Davy 


Home Life of New York has ap- 
pointed two men from its field organiza- 


tion as home office agency field assist- 
Davy of Salt 


ants. They are Hugh W. 
Lake City and Robert Selby of Vicks- 
burg, Miss. 

Mr. Davy entered the business as a 


producer at Salt Lake City with Home 
Life following his graduation from Cor- 
nell University in 1933. He later trans- 
ferred to Washington, D. C., and for the 
past several months has been a member 
of the home office sales planning divi- 
sion in New York City. His first field 
assistant assignment returns him to his 
home community in Salt Lake City 
where for the next several months he 
will assist in recruiting, training and 
direction. 

Mr. Selby started with Home Life in 
1929 after owning and operating his own 
retail establishment in the south. Asa 
personal producer he earned membership 
in the President’s Club and for the past 
several months has served as assistant 
to Otis M. Barry, Jackson, Miss. In 
recent weeks he has been a member of 
the sales planning division. Mr. Selby 
in his first home office assignment will 
go to Atlanta, where he will be tem- 
porarily associated with George H. Mc- 
Whirter, recently appointed general 
agent for that territory. 


and expenses of $6 a day. The Nebraska 
examiner got $15 a day and expenses 
of $8, while the Illinois examiners got 
$15 a day. 

According to the examiners the cash 
position is adequately maintained for 
current operating demands and surplus 
funds are correctly invested in a diver- 
sified selection of securities. From Dec. 
31, 1937, until the date of the examina- 
tion insurance in force increased from 
$30,261,120 to $39,348,350 and net sur- 
plus increased from $479,614 to $514,729. 
The adjustment and settlement of policy 
liabilities appear to have been effected 
in a prompt and equitable manner. 

Much of the report consists of an 
analysis of the administration of the Pe- 
oria Life fund. 

M. A. Kern is president; A. J. 
Schmidt, executive vice-president; L. D. 
Kern, secretary; E. H. Wagner, actuary; 
B. - Kamins, agency director. Alli- 
ance Life at the time of the examination 
had about 163 field representatives. Both 
life and accident and health insurance 
are issued. The company does a rein- 
surance business. 

The surplus in the Peoria Life fund 
was $494,117. The insurance in force of 
the Peoria Life fund was $60,117,567. 


Arkansas Situation Cleared Up 

LITTLE ROCK —Placing the new 
contract of the Mutual Savings Life 
fully in force except for adjustment of 
a minor claim, Circuit Judge Auten of 
Little Rock has approved the final re- 
port of M. J. Harrison, Arkansas ancil- 
lary receiver of Central States Life, who 
Was appointed when policyholders op- 
posed the reinsurance agreement insofar 
as it relates to the former Home Life 
of Arkansas. Some policyholders of the 
former Home Life, which was reinsured 
by the Central States Life in 1932, 
sought permit to establish a company to 
liquidate assets of the Home Life or to 
act as reinsurer. While the litigation 
Was pending, Arkansas assets of the 
Central States Life were in Mr. Harri- 
son's custod». 


E. M. Karrmann Treasurer 


Edward M. Karrmann, who has been 
elected treasurer of American United 
Life, is a graduate of Indiana Univers- 
ity. He went with American United 
in 1925 and served as chief accountant 
from 1931 to 1936. In the latter year 
he was named comptroller and about a 
year ago became assistant treasurer. 
He was the first president of the In- 
dianapolis Control of the Controllers 
Institute and he served as president in 
1940-41 of the Insurance Accounting 
& Statistical Association. 


Hughes Is Supervisor at Boston 

G. M. Hughes has been appointed 
agency supervisor in the Boston office 
of the Mutual Life of New York by J. 
A. Lanigan, manager. Mr. Hughes has 
had a wide experience in life insurance 
selling and supervising work. For sev- 
eral years he was located in Maine, and 
more recently has made his headquar- 
ters in Boston. 
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Midland Mutual's 
Regional Meeting 


The J. R. Campbell-West Virginia 
state agency of Midland Mutual at Park- 
ersburg, and the Pittsburgh agencies oi 
| PME SS Sherer and A. G. Gilmour partici- 
pated in a regional meeting at Union- 
town, Pa. 

Actuary C. O. Sullivan explained the 
new non-medical rules of the company, 
which up to this time has never accepted 
non-medical business. Non-medical bus- 
iness up to $2,500 will be accepted to 
and including age 40 in rural territories 
where medical examiners are not avail- 
able because of the large number of phy- 
sicians who have been taken into the 
armed forces. 

B. F. Shirkey of the underwriting de- 
partment discussed underwriting prac- 
tices. 

W. S. Woodrow, Charleston, W. Va., 
spoke on “The Underwriter’s Contribu- 
tion to Victory.” He will pay for $300,- 
000 in the club year ending June 30. 

“Security of Life Insurance Through 
Wars and Depression” was the subject 
of M. V. Chapman, ex-mayor of Hunt- 
ington, W. Va. He and all full-time 
representatives in West Virginia are 
members of the President Club. 

P E. Smith, Fairmont, W. Va., told 

“The Growing Market for Life Insur- 
ance.” In addition to his duties as chiei 
air warden in Fairmont, he has also qual- 
ified for the President Club. 

S. Byrl Ross, supervisor of the West 
Virginia state agency, explained “The 
Programming Technique of the West 
Virginia Agency,” and gave a one-inter- 
view sales talk. Mr. Ross leads the state 
agency in personal production, in addi- 
tion to his duties as supervisor. 

L. E. Sherer, Pittsburgh, discussed a 
combination of low cost life insurance 
and annuity as a substitute for retire- 
ment income endowment. 

J. R. Campbell, West Virginia state 
agent, was chairman of the meeting. His 
agency, which produced $1,250,0000 in 
1941, is $115,000 ahead of last year’s rec- 
ord in the first five months. 

Mr. Campbell stressed the fact that 
men who are busy do not have time to 
be discouraged. “The right mental atti- 
tude is maintained by writing business,” 
said Mr. Campbell. 





New York Life Conference 


BOSTON—More than 100 agents and 
executives of New York Life met in 
Cambridge for their annual spring con- 
ference. Vice-president Griffin M. Love- 
lace was the principal speaker. He said 
that life companies already have pur- 
chased $1,000,000,000 worth of war 
bonds and are continuing to buy at the 
rate of $200,000,000 each month. 


Cancels Tower Club Meeting 


The annual “Seattle Homecoming 
Convention of Northern Life’s Tower 
Club” has been canceled because of the 


war emergency. There has been a one- 
third increase in the number of Tower 
Club qualifiers this year and the con- 
vention would have been the largest in 
history, President D. B. Morgan stated. 
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Qualifiers will not be disappointed alto- 
gether for the company has decided to 
divide up the funds originally set aside 
for convention expense among the quali- 


fiers, all awards to be made in war 

bonds and stamps. 

Myrick and Cruess Talk 

at Omaha Gatherings 
OMAHA—Julian S. Myrick, second 

vice-president of Mutual Life of New 


York, and Leigh Cruess, vice-president 
and manager of selection, addressed an 
all-day meeting of Nebraska and lowa 
agents and also spoke before a meeting 
of the Nebraska Life Managers Associa- 
tion, Omaha chapter of C. L. U. and di- 
rectors and officers of the Omaha Asso- 
ciation of Life Underwriters. 

Mr. Myrick told the role life insurance 
plays in war-time economics and Mr. 
Cruess explained why the mortality of 
life insurance policyholders is not ex- 
pected to increase so much as generally 
anticipated during the year. 


Mr. Myrick and Mr. Cruess attended 
a conference in Kansas City with 
30 agents of the J. Frank Trotter 


agency. Officers and directors of the 
Kansas City and Missouri associations, 
the General Agents & Managers Associ- 
ation, and the C. L. U. chapter were in- 
vited to a round table one afternoon 
when Mr. Myrick spoke. 

Mr. Myrick said sales of life insurance 
may be expected to increase, judging by 
Canadian experience, as the war goes on. 

Vice-presidents Myrick and Cruess 
will speak at a joint meeting Monday 
of the Heifetz, Vermillion and Hastie 
agencies in Chicago. There will be 
short morning and afternoon sessions 
and a luncheon. 





Girard Life Trims Plans 


Because of war conditions Girard Life 
is eliminating some of the features 
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scheduled for its annual convention 
which was to be held at the Traymore 
hotel in Atlantic City, June 25-27. The 
plan now is to hold an informal two-day 
sales meeting for general agents and a 
few of the leading agents. 





Manhattan Life Convention 


NEW YORK—The annual conven- 
tion of Manhattan Life will be held 
Sept. 15-17 at the Grove Park Inn, 
Asheville, N. C. Paid-for new business 
in the company ’s club year Sept. 1, 1941, 
to Aug. 31, 1942, determines agents’ 
qualifications. 

In the period June 1-Aug. 31, agen- 


cies have an opportunity to compete for 
the Halsey cup, offered by the company 
to the leading agency having the larg- 
est agregate number of persistency rat- 
ing credits on business paid for and 
written in that period. 

The Halsey cup named after the 
late Harvey R. Halsey, vice-president, 
and was presented to him upon his com- 
pletion of 50 years’ service with Man- 
hattan Life in 1932. 


Hold Michigan Conference 


Michigan agents of Franklin Life at- 
tended an all-day conference at Holland 
during the tulip festival. J. Olive, 
generai agent in Holland, was assisted 
by General Agents J. L. Livingston and 
E. W. Large as Michigan hosts. W. L. 
Dugger, vice-president; J. V. Whaley, 
director of agencies; Lynn Filley, home 
office supervisor and Frank Engel, gen- 
eral agent in Milwaukee, were guests. 
A dinner was held in the evening. 


Wis. National Alters Plans 

of Wisconsin 
called off and 
being given to 


is 





The annual convention 
National Life has been 
instead war bonds are 
qualifiers. 


ACCIDENT 


Conference Committee to 
Handle Pool War Risk 
Policy Plan Is Named 


That the Health 





& Accident Under- 
writers Conference intends to proceed 
immediately to put into operation the 
poo] plan for writing special war risk 
accident policies, approved at its an- 
nual meeting in Kansas City last week 
evidenced by the fact that the per- 


is 


manent committee which is to have 
charge of the plan already has been 
named by President W. G. Alpaugh, 


Inter-Ocean Casualty. 

C. O. Pauley, secretary Great North- 
ern Life, head of the special committee 
which drafted the plan presented at the 
Kansas City meeting, chairman of 
the permanent committee. Other mem- 
bers are: R. J. Wetterlund, general 
counsel Washington National; George 
F. Manzelmann, president North Amer- 
ican Accident; John Panchuk, general 
counse] Federal Life & Casualty; V. J. 
Skutt, attorney, ae Benefit Health 
& Accident; E, G. Trimble, Jr., assist- 


is 


ant secretarv Bendosure Reinsurance, 
and J. W. Scherr, Jr., assistant secre- 
tary Inter-Ocean Casualty. 


Massachusetts Indemnity 
Names Staton in So. Cal. 


J. C. Staton, formerly assistant 
manager of Massachusetts Indemnity in 
Los Angeles, has been appointed gen- 
eral agent for southern California with 
headquarters in Los Angeles. 

Mr. Staton has had 20 years’ expe- 
rience in the life and accident and health 
fields. At one time he was special agent 
in Pennsylvania, Delaware and New 
Jersey for Employers Liability. He 
went to Los Angeles in 1939 to open 
an accident and health office for General 
Accident. This agency later was taken 
over by the W. E. Lebby Agency, state 
manager of Massachusetts Indemnity. 

Prior to his Employers Liability con- 
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nection, Mr. Staton wrote life and acci- 
dent and health insurance for Union 
Central and Aetna Life. He was a 
member of the $500,000 Club of Union 
Central. 





Mass. Medical Society Coverage 

The Massachusetts Medical Society 
has received a charter for the Massachu- 
setts Medical Service which it and influ- 
ential laymen are sponsoring. The serv- 
ice provides a state wide system of pre- 
paid budgeting for medical care to go 
into effect in the fall, supplementing ex- 
isting systems of hospitalization. It will 
be non-profit, and will offer treatment by 
any physician or surgeon licensed in the 
state. Starting with par tial cover, eventu- 
ally a contract covering all hospital medi- 
cal expenses and one covering expense of 
waned care in the hospital, home and 
office will be offered. The coverage will 
first be offered to employment groups 
only, and at first will be limited to fami- 
lies whose gross income less than 
$2,500. 


is 


Loses License Appeal 

WASHINGTON — National MHospi- 
tal Service Society, Inc., lost its suit in 
the U. S. court cf appeals for injunc- 
tion to compel Superintendent Jordan 
of the District of Columbia to renew 
its license. This upheld a lower court 
verdict. 

The court ruled that Jordan was 
not compelled to abide by the action of 
his two predecessors in granting the 
society authority to carry on an insur- 
ance business on the contention that 
it is a fraternal beneficial organization. 
The court held that the society had no 
“legal right” to a license. The society 
had been operating for five years and 
included among policyholders congres- 


sional secretaries and others in the 
capital, 
Penn Mutual's Part in War 

Penn Mutual Life has published in 
handsome form a special issue of its 
agency publication, “The News Letter” 
entitled “Penn Mutual’s Part in Vic- 
tory.” Included are names and pictures 


of Penn Mutual men in the armed serv- 
ices, men from the agencies and home 
office. There is a story of the activi- 
ties of various people at the home office 
in war work of various kinds and then 
for each agency there are set forth the 
number of those in the armed services 
and a statement of the war work that is 
being done by various individuals. 

There are also some articles pointing 
out the service life insurance performs 
in a nation at war. 


Rene Seate 46th ees 
with Mass. Mutual 


When President Bertrand J. Perry ar- 
rives at his office next Monday morning 
he will start the forty-sixth year with 
Massachusetts Mutual Life. 

Mr. Perry began his career with 
Massachusetts Mutual as a clerk in the 
actuarial department. He worked in 
the premium department from 1902 until 
1912 when he became chief clerk and 
office manager. He was assistant secre- 
tary from 1915 until 1926 when he was 
elected secretary. In 1928, he was 
elected vice-president and director. In 
1936 he was elected president. 

Plans Constant, Efficient Management 


Mr. Perry has planned for constancy 
of efficient management in every phase 
of home office activity. All officers and 
department managers are understudied 
by assistants. As vacancies occur in the 
managerial staff, they can be filled by 
trained men. 

Mr. Perry always finds time to lend 
an ear and friendly understanding to 
any member of the Massachusetts 
Mutual family who needs an audience 
with him. He was instrumental in or- 
ganizing the Life Office Management 
Association and is a past president. 


He will receive, in absentia the Na- 
tional Office Management Association 


Fellowship Award to be presented at 


the annual conference in Atlanta next 
Tuesday. 
“Marketing Life Insurance” contains 


over 600 pages. Send $6 for copy to Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago. 
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Investigator of Siegel 


Enters Private Practice 


NEW YORK—Frank A. Severance, 
assistant district attorney in charge of 
the frauds bureau, who has been investi- 
gating the activities of Morris H. Siegel, 
is resigning to join the law firm of Dun- 
nington, Bartholow & Miller, New York 
City. Mr. Severance’s investigation of 
Morris Siegel and his brother Sam, who 
operate Policyholders Advisory Council, 
grew out of the Siegel’s $10,000 libel ac- 
tion against Metropolitan Life following 
a Metropolitan manager’s reference to 
the brothers as “swindlers.” 


Investigation to Continue 


After Metropolitan won the case, ona 
defense based largely on proving the ac- 
curacy of the designation, the trial judge, 
on motion of Metropolitan’ s attorney, di- 
rected that the minutes of the trial be 
turned over to the district attorney’s of- 
fice. The investigation will continue, in 
the hands of Edward Scully, assistant 
district attorney. 





Amthor Hold Los Angeles Schools 


Franklin R. Amthor, superintendent 
of agency training of Equitable Society, 
will told two schools in Los Angeles in 
June and July for the Kellogg Van 
Winkle, A. A. Dewar, Cecil A. Frankel 
and Ron M. Stever agencies. 


The first will be a two-day course 
on the company’s two-fold income plan 
of selling, which involves basic pro- 


gramming and plans for a one-inter- 
view sale, June 15-18. The second will 
be a two-week session of the home of- 
fice school for training agents. 
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Total Assets 
Insurance 
New Business 
Membership 


DETROIT 





in Force 203,960,097.00 


THE MACCABEES 


Many thousands of words could be written about The Maccabees—how 
progressive it is; how modern its insurance plans; how strong its financial 
structure; how constant its growth. But a quick look at four simple figures 
tells that story more effectively than could the most glowing of adjectives. 
There is reflected a true measure of The Maccabees' stability and strength. 


1940 
$ 55,514,233.11 


1941 


42,763,296.00 


240,301 256,000 


5057 Woodward Avenue 


$ 57,876,817.59 $ 2,362,584.48 
222,979,345.00 
46,903,435.00 


Gains 
19,019,248.00 
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~ LEGAL RESERVE FRATERNALS 
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Equitable Reserve 
Reelects Staff 


Norton J. Williams, president of 
Equitable Reserve, Neenah, Wis., and 
all other officers were reelected at the 
three-day quadrennial convention held 
in Madison, Wis. 

No insurance association in this highly 
competitive era can survive and prosper 





NORTON J. WILLIAMS 


year after year unless it satisfies its 
clients by giving them real value for 
their money, Governor Heil of Wiscon- 
sin declared in an address. He pointed 
out that Equitable Reserve, formed in 
1897, since then has paid about $14,500,- 
000 death claims, $2,800,000 old age dis- 
ability claims, and total benefits of about 
$20,000,000. 

A resolution was adopted commending 
supreme officers for investing a part of 
the assets in regular government and 
war bonds and inducing Equitable Re- 
serve assemblies and members to pur- 
chase the bonds and support civilian 
defense. 


President Williams Reports 


President Williams in his report gave 
a picture of the society’s growth in the 
last four years from $8,591,104 assets in 
1938 to $9,138,904 last year, and its in- 
come from $1,286,021 to $1,351,883. He 
especially mentioned the junior depart- 
ment which now has 15,000 boy and 
girl members who own life policies in 
the society. President Williams gave 
briefly results of the Wisconsin de- 
partment’s examination as of last Dec. 
31, which he had invited. The depart- 
ment found the investments carefully 
selected and diversified. President Wil- 
liams said the home office methods have 
been greatly modernized in the last four 
years under direction of G. A. Com- 
stock, secretary; M. L. Ridgeway, as- 
sistant secretary and office manager, and 

G. Pope, auditor. The Wisconsin 
department especially commended the 
office records. 

The report of Dr. G. H. Williamson, 
vice- president and medical examiner, 
noted that in the last four years 1,913 
members died, including 491 females and 
1,422 males, 1,114 being due to cardio- 
vascular causes. The juvenile business 
has been very satisfactory, he com- 
mented. 

John S. Tolversen, treasurer, reported 
that while the low interest trend made 
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it difficult to secure a high net yield 
from investments, last year the net in- 
terest rate earned was 3.97 percent. 

Editor Dio W. Dunham, who is a 
member of the Wisconsin parole board 
and was especially mentioned by Gov- 
ernor Heil, gave his report. He has 
been the editor for 31 years. He stressed 
the necessity of economizing on supplies 
and noted that a very material saving 
has been made in operation of the mail- 
ing and supply department in the last 
year. 





Royal League Adopts New 
Retirement, Pension Plan 


Royal League has adopted a com- 
pulsory retirement plan at age 65 for 
office and field department employes. 
Four employes will be affected imme- 
diately, all of them being beyond age 70. 
In addition to such compensation as 
they will receive under social security 
the society will voluntarily supplement 
this with a monthly pension which is 
based on the number of years of con- 
tinued service. 


Requires 20 Years’ Service 


The plan also requires that the em- 
ploye have had at least 20 years’ con- 
tinued service to be eligible for com- 


pensation, Fred A. Johnson, supreme 
vice-archon and_ general organizer, 
announced. 





State of Wash. Congress 
Meets in Seattle June 20 


Commissioner W. A. Sullivan of the 
state of Washington and Thomas R. 
Heaney, president National Fraternal 
Congress and high secretary Catholic 
Order of Foresters, will be among the 
principal speakers at the annual con- 
vention of the Washington State Fra- 
ternal Congress in New Washington 
hotel, Seattle, June 20. T. J. Ivers, C. O. 
F. congress president, will preside. 

There will be presentation of the 
American flag by Neighbors of Wood- 
craft drill team, a tribute to the flag by 
Mrs. Pauline McHugo, and welcome by 
Mayor Devin of Seattle with response 
by Miss Fern Bauersfeld, state manager 
Woodmen Circle. 

Hold Memorial Service 

In the afternoon following election of 
new officers a memorial service will be 
held for P, F. Gilroy, late president of 
W. O. W., Denver; J. H. Hemer, grand 
treasurer A. O. U. W. of Washington, 


DO YOU believe in 


YOU? 


Lutheran Brotherhood is looking 
for a man who is not afraid to step 
out of a rut and try something new 
—who has enough faith in his own 
sales ability to be willing to enter a 
new and highly selective field of in- 
surance selling. If you have that 
confidence in yourself—and are a 
Lutheran — your opportunity with 
Lutheran Brotherhood will be lim- 
ited only by your own effort. Find 
out about the L-B plan and the 
many attractive features it offers. 
Write stating age and experience. 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesota 








and Mrs. Anna K. Colwell, Degree of 
Honor, past president Washington con- 
gress, 

Greetings will be extended by Mr. 
Heaney and Mrs. Julia V. Ward, presi- 
dent Oregon State Fraternal congress. 
G. T. Davis, district manager Woodmen 
of the World, will speak. Other talks 
will be given by Robert Goldberg, state 
commander Maccabees; W. H. Tyer, 
state manager Modern Woodmen, and 
Mrs. Lois A. Geiser, national second 
vice-president Degree of Honor. Busi- 
ness session and reports will follow. 

A banquet will be held in the evening 
with J. F. Fogarty, grand master work- 
man A, O. U. W. of Washington, as 
toastmaster. Among the speakers will 
be Commissioner Sullivan, Mrs. Minnie 
Hiner, head of Neighbors of Woodcraft, 
and the Rev. Francis E. Corkery, presi- 
dent of Seattle College. 

Mrs. Kathryn Bowen, state field direc- 
tor Woman’s Benefit, will install the 
new officers. There will be demonstra- 
tions of drill teams, followed by dancing. 

C. D. Robinson, fraternal supervisor 
of the Washington department, is the 
perennial congress secretary. 





Majority of Members Now 
on Legal Reserve Basis 


Massachusetts Catholic Order of For- 
esters so far has transferred about 5,000 
members to the legal reserve plan, leav- 
ing only about 1,025 under the assess- 
ment certificates, it was reported at the 
annual convention at Swampscott. There 
are now 28,000 members. The insurance 
department reported 500 to 600 new 
members enrolled in the senior depart- 
ment under American experience re- 
serve table and about 400 new juvenile 
members. Mortality in the senior group 
was 62 percent of expected, but only 
one death was recorded among the ju- 
veniles last year. 

Mrs. Agnes L. Broderick, Newton, 
Mass., who was elected high chief 
ranger, succeeds Maj. W. H. Harrison, 


Jr., who was presented a gold badge and 
purse upon completing his term of office. 





Penton Named in Alabama 


The Alabama Fraternal Congress at 
its annual meeting in Birmingham elect- 
ed Tom H. Penton, Maccabees, Birm- 
ingham, as president to succeed Howard 
S. Shirley, Preferred Life. Other new 
officers are M. E. Kilpatrick, Woodmen 
of the World, Birmingham, first vice- 
president; R. W. Johnson, Maccabees, 
Birmingham, second vice-president, and 
Mrs. Dixie Norsworthy, Montgomery, 
Woodmen Circle, secretary-treasurer. 

Speakers inc cluded Superintendent 
Frank N. Julian and Mrs. Ethel Holi- 
way, national treasurer of Woodmen 
Circle. 

Carl M. Shaner, Ririe, Ida., state mana- 
ger Modern Woodmen, and O. G. Dins- 
more, National Mutual Benefit, Madison, 
Wis., have been awarded the Fraternal 
Insurance Counsellor degree by the Fra- 
ternal Field Managers’ Association. 





CHICAGO 


MUTUAL LIFE DINNER 





The three managers of the Mutual 
Life of New York in Chicago, John R. 
Hastie, Samuel Heifetz and Gifford T. 
Vermillion, and W. G. Warren, clearing 
house manager gave a luncheon Tues- 
day in honor of Austin D. Reily of the 
home office, who is assistant manager 
of selection and supervisor of risks. He 
was attending the Home Office Under- 
writers Association convention at the 
Edgewater Beach Hotel in that city. 
He was accompanied by his assistant, 
Mr. Pitler. 





AETNA STAFF HONORS CURRY 


Aetna Life and affiliated forces in 
Chicago turned out in a body to speed 
Robert J. Curry on his way to South 
Bend, Ind., to become Aetna Life gen- 








ings of the Society's Ritual stimu- 
late patriotism and serve as a 
reminder of the duties and obli- 
gations of citizenship. 


Down the years the Society and 
its local Camps have served de- 
mocracy by accepting respon- 
sibility toward members, the 
community and the nation. 
Its program for nationwide 
sponsorship of Boy Scout 
troops is evidence that the 
Society will continue to build 
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Building Democracy— 


INCE 1883, Modern Woodmen of 

America has been a vital force in 
strengthening the economic and moral 
fiber of the nation. More than $638,- 
000,000 paid in benefits has kept family 
ties intact in countless American homes. 
Thousands of communities have bene- 
fited through financial assistance 
given unfortunate members. Teach- 


democracy by training boys for future citizenship. 


MODERN WOODMEN OF AMERICA 


(A ‘legal reserve fraternal life insurance Society) 
Assets exceed $100,000,000 
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eral agent. Mr. Curry was guest of 


honor at a buffet supper at which R, T 
Leland 


Shea was toastmaster, Samuel 
was co-chairman of arrangements and 
R. S. Edwards, Chicago general agent, 


and others spoke. Mr. Curry was pre- 
sented a golf bag and zipper duffel bag. 
F. H. Plaisted, South Bend general 
agent of Aetna Life, who has been pro- 


moted to general agent at St. Louis, 
was present as were Mark V. Campbell, 
manager marine department Automobile 
of Hartford and Don K. Weiser, super- 
intendent of agents Aetna Casualty, 
both of Chicago, and Art Hicks, a lead- 
ing agent at Joliet. 





CONKLING, PRICE & WEBB ACTIVE 


A contest on life and accident produc- 


tion is under way in the Conkling, Price 
& Webb agency of Chicago. The prizes 
will be distributed at the annual golf 
party this summer. Fred Corby, man- 
ager of the life and accident depart- 
ment, is directing the efforts. There are 
two teams in the field, one in charge 
of L. W. Zonsius and the other in charge 
of W. T. Cline, both partners of the 
firm, 


Conkling, Price & Webb are general 


agents for John Hancock Mutual Life. 
In January they completed their first 
year with that company and exceeded 
their quota of $1,000,000 by about 10 
percent. At the present production pace, 
sales this year will be well above 
$2,000,000. 





McIVER HEADS ACTUARIES 
R. A. McIver, actuary for Washington 


National, was elected president of the 
Chicago Actuarial Club at its annual 
meeting. Other officers are David G. 


vice-presi- 


As- 


Scott, Continental Assurance, 
dent, and J. A. Roberts, Continental 
surance, secretary-treasurer. 

The club will hold its annual outing 
June 26 at the Bowling Green Country 
Club. Messrs. Scott and Roberts are in 
charge. 





SELECTION MEN ELECT 

At its annual meeting the Chicago 
Home Office Life Underwriters elected 
3ert H. Zahner, Mutual Trust Life, 
president to succeed Richard Fox of 
Country Life, and Robert Gresley, Coun- 
try Life, secretary-treasurer. 





SUPERVISORS PLAN OUTING 

The Life Agency Supervisors of Chi- 
cago will hold their annual outing June 
19 at LaGrange Country Club. The 
program will consist of golf and a dinner 
in the evening. Elmer Winkel, Travel- 
ers, is in charge of arrangements. 


ILLINOIS CHAMBER COMMITTEES 


The insurance section of the Illinois 
chamber of commerce has appointed a 
committee to investigate the advisabil- 
ity of making a research study of the 
insurance business in Illinois. R. M. 
Clark, vice-president Continental Cas- 
ualty, is chairman, the members being 
Roy L. Davis, western manager Asso- 
ciation of Casualty & Surety Execu- 
tives; Wade Fetzer, Jr., vice-president 
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W. A. Alexander & Co.; John C. Hard- 
ing, vice-president and western man- 
ager Springfield F. & M., and C, 
Stumes, Penn Mutual Life. 

A committee was appointed to ar- 


range for the program of the annual 
insurance luncheon of the _ Illinois 


chamber. H. R. Gordon, executive sec- 
retary Health & Accident Underwrit- 
ers Conference, is chairman. His as- 
sociates are A. M. Blumenthal, secre- 
tary Chicago Board of Underwriters; 
B. H. Groves, manager Travelers; W. 
N. Hiller, Penn Mutual Life, retiring 
president Chicago Association of Life 
Underwriters, and Chase M. Smith of 
the James S. Kemper organization. 


NEW YORK 





SLATE ALLE N FOR C, L. U. HEAD 


Election of officers and committee re- 
ports will be the chief order of business 
for the final meeting of the New York 
C. L. U. chapter June 18. The follow- 
ing nominations have been proposed by 
M. A. Osborn, Home Life, chairman of 
the nominating committee: E. J. Allen, 
associate general agent John Hancock, 
president; G. P. Shoemaker, general 
agent Provident Mutual, executive vice- 
president; Murray Rudberg, Metropoli- 
tan Life, compendium vice-president; 
P. E. Orr, Jr., assistant manager Mutual 
Life of New York, educational vice- 
president; Thomas Stanion, New Eng- 
land Mutual, secretary, and R. S. Maech- 
tel, Union Central, treasurer. Proposals 
for the executive committee include H 
R. Coursen, Equitable Society; D. B. 
Fluegelman, Northwestern Mutual; Sara 
Lewinson, Massachusetts Mutual; G. G. 
Steiner, Aetna, and C. M. Sperro, retir- 
ing president. 





MUTUAL LIFE GOLF TOURNEY 

The Mutual Life Association, organiz- 
ation of home office employes of Mutual 
Life, held its annual golf tournament at 
Roslyn, L. I. Forty-seven golfers com- 
peted for the W illiam Esau award for 
low gross score donated by William 
Esau, assistant superintendent of the 
purchasing division who is retiring on 
July 1 after 36 years’ service, and for the 
Patterson award for low net, donated by 
Alexander E. Patterson, executive vice- 
president. The tournament was under 
the supervision of James Wilson, Jr., as- 
sistant superintendent purchasing divi- 
sion. 

John B. Kerr, real estate department, 
won the Esau trophy. Seymour Gumo, 
actuary’s department, won the Patterson 
award. 





MADURO TO SPEAK 
Denis B. Maduro, New York City, 
counsel of the New York City Life Un- 


derwriters Association and of the Na- 
tional Association of Life Underwriters 
committee on law and legislation, will 
be the speaker at the June 11 meeting 
of the New York City association. This 
being the annual meeting, President 
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The Life Underwriter 


The life underwriter is a good example of the typical 
. a man in business for himself, a good 
neighbor in his own country. Among other things, he 
has encouraged men to make much of family life, to 
plan for the endurance of their homes, the security of 
their dependents, and the education of their children. 
You should be proud to be a lite underwriter. 


Shenandoah Life Insurance Co., Inc. 


Roanoke, Virginia 








Beatrice Jones will give her report for 
the year and new officers and directors 
will be elected. The slate, which is 
headed by Lester Einstein, general 
agent of Mutual Benefit Life, was pre- 
sented at the May meeting. 

Mr. Maduro’s topic will be “The Re- 
turn of the Petulant Prodigal” and he 
will discuss how to use the present tax 
situation to advantage in selling life 
insurance, 





KNIGHT AGENCY AHEAD 

The Charles B. Knight agency of 
Union Central Life in New York City 
paid for $2,120,993 in May, bringing the 
total business for the first five months 
to $13,741,713 as against $9,852,743 for 
the corresponding period of 1941. 
AGENCY IN NEW HOME 

The Vanderbilt branch of New York 
Life in New York City held a house- 
warming at its new headquarters at 52 
Vanderbilt avenue. Guests from the 
home office included Vice-presidents L, 
Seton Lindsay, George S. Van Schaick 
and Griffin M. Lovelace; Dr. William 
Bolt, medical director; Assistant Vice- 
president Dudley Dowell; Assistant 
Secretary L. C. Sanford, and Agency 
Assistant John H. Lane. R. L. Camp- 
bell is inspector of agencies for the 
territory which includes the Vanderbilt 
branch and G. T. Aranyi is agency 
director. 





SUPERVISORS OUTING JUNE 10 


The annual outing of the Life Super- 
visors Association of New York will be 
held June 10 at the Bonnie Briar coun- 
try club, Larchmont, N. Y. An impor- 
tant business meeting will be held after 
lunch, and the golf tournament will be 
followed by dinner, Tennis and swim- 
ming facilities are also available. C. H. 
Biesel, associate general agent Charles 
Edwards agency Manhattan Life, is in 
charge of arrangements, 








. .- A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 
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Surplus Income Is Packed 
With Economic Dynamite 


SAN FRANCISCO—The surplus na- 
tional income billions are packed with 
economic dynamite and left free to com- 
pete for unobtainable goods they can 
start the runaway of prices which is of 
such grave national concern today, Ed- 
win T. Golden, New York Life million 
dollar producer, warned before the San 
Francisco Association of Life Under- 
writers. 

“Life insurance can do even more in 
this national emergency than can war 
bonds,” Mr. Golden declared. ‘We all 
have been making an all-out effort to sell 
bonds, but we, the life underwriters, [ 
think, have missed the boat in that we 
seem not to have recognized what life 
insurance can do even better than war 
bonds. 


Funnel Off Dangerous Flood 


“We should double, triple, quadruple 
our efforts to sell life insurance and thus 
funnel off some of this dangerous flood 
of money. At the same time that we will 
be preventing a price runaway, we will 
also be making funds available for financ- 
ing the war effort. Money that our com- 
panies lend to utilities, railroads, and 
industries certainly makes a vital contri- 
bution to our cause. Furthermore, in 
bringing in new premiums we will be 
impounding funds for direct lending to 
the government at a lower interest cost 
and certainly with much smaller han- 
dling costs. 

“The man who says today, ‘I am put- 
ting $18.75 a month into bonds,’ may 
waver after a few months of saving and 
feel in the mood to spend. Then his bond 
buying may diminish or stop altogether. 
However, if that $18.75 is going into life 
insurance each month, the likelihood of 
its being discontinued is very materially 
reduced. Furthermore, we must remem- 
ber that bonds can be cashed in at any 
time after 60 days and the money thus 
thrown right back into circulation. A 
life insurance policy has no cash surren- 
der value for two or three years. Thus 
the money is definitely drained off dur- 
ing the period of greatest danger of in- 
flation. Because the cash value does not 
mean very much until the fifth, sixth, or 
perhaps the seventh year, the policy- 
holder is induced to keep his contract in 
force for at least that length of time. If 
a decade hence we got a post-war de- 
pression, these policies will then have 
cash values totaling many billions of dol- 
lars and can pour back this stored up 
purchasing power when it is_ really 
needed. Human nature being as it is, a 
very substantial proportion of the war 
bonds will fail in this connection because 
they will have been cashed in before the 
time of real emergency has arrived. 


Use Patriotic Appeal 


“By intelligently presenting the case 
for life insurance to the public, we can 
give its purchase the same character of 
patriotism as surrounds the purchase of 
bonds, the saving of tin cans, the cutting 
down on sugar, or any other sacrifice. 

“Selling life insurance is not as glori- 
Ous as fighting at the front. It is not as 
satisfying perhaps as building a ship with 
your hands, but it is work which can aid 
in preserving our economic structure so 
that the soldier and shipbuilder will have 
something to come back to when the last 
gun has been fired and the last bomb has 
been dropped. If each of our 150,000 life 
underwriters had the will and the cour- 
age to bring in each day $100 in new pre- 
miums, we would by ourselves drain off 
$5,000,000,000 in the next 12 months. 


Continuing the efforts through a second 
period our results in that 


12 months’ 


year would total $10,000,000,000 funneled 
off in first and second year premiums. 
Isn’t that our challenge? Isn’t that work 
‘where only our hands can avail’? No 
other group in the country has had our 
training in the technique of selling com- 
pulsory savings. Let us not throw it 
away when it is so badly needed. 


Encourage Advance Payment 


“We must not forget our obligation to 
those we do sell in attempting to drain 
off excess purchasing power. We must 
write them policies which will have sub- 
stantial paid-up values in early years as 
there may come a time five or ten years 
hence when it may be necessary to re- 
duce compulsory savings. We should 
encourage advance payment of premi- 
ums, In fact, I think we should set up 
systems whereby we can bill our policy- 
holders for annual premiums at intervals 
as frequent as every three or four 
months. Then if cold winds of depres- 
sion do blow a few years from now, 
many policies will be paid up in advance 
for a period long enough to carry over 
the difficult times. Those particularly 
subject to termination of earnings after 
the war should perhaps be sold policies 
like five and ten-pay life. 


Expect Prosperity to Continue 


“Some people seem to fear a bad de- 
pression right after the war; but most 
economists feel that prosperity will con- 
tinue at least for a number of years after 
the war actually ends, due to the ac- 
cumulated backlog of public needs as 
well as other factors. It is quite likely 
that a number of new industries will de- 
velop which will lead to a long period of 
peace and plenty after the war.” 

Many young men in defense industries 
are making good wages but are subject 
to the draft and hesitate about making 
future commitments, Mr. Golden pointed 
out. Regardless of the soldier’s small 
income, he has few. expenses. ‘Why 
shouldn't we help him put away $5 or 
$10 a month to help built up a little re- 
serve in the form of life insurance cash 
values? It’s no fun to come back 
a hero if you’re broke. We've an oppor- 
tunity to perform a real service to the 
draftee in helping him to build up this 
kind of backlog for a few years hence, 
when he returns to civilian life. 


Lower Rates, Protects Insurability 


“Let’s remember too that insuring the 
draftee now gives him lower rates than 
those he would have to pay in later 


years. Also, we are helping him insure 
his insurability. In writing draftees, be 
sure to get a salary allotment card 


signed for the exact amount of the pre- 
mium so that payments can be made di- 
rectly from Washington to your com- 
pany. Likewise it may be advisable to 
have the draftee execute a power of at- 
torney so that the beneficiary or some 
member of the family can transact any 
necessary business with the company 
while the insured is away. 

“Some of you may wonder about gov- 
ernment insurance. My personal atti- 
tude is that every draftee should take the 
term coverage which is being offered by 
the government. But I do not feel that 
the permanent government insurance, 
which tends to be inflexible and imper- 
sonal, is set up to meet the individual re- 
quirements of a personal insurance pro- 
gram. If I were a draftee I would not 
convert my government insurance even 
if the net cost was 50 cents or $1.00 
lower than that of a private company. I[ 
would much prefer to have a life under- 
writer to serve me who would take a 
personal interest in my case and upon 








whom I would have a hold because of 
the importance to him of my good will. 
In choosing a doctor, lawyer, or dentist, 
the wise man does not make his selec- 
tion simply upon the basis of where he 
can get the service cheapest. I certainly 
feel that the same principle holds for life 
insurance. 


Answers War Clause Objection 


“We meet another problem, today, in 
the attitude of some civilian prospects 
when they say, ‘What good is this policy 
if I get drafted? It does not cover me 
if I get killed in action.’ We might point 
out to such a prospect that there is no 
point in his paying the cost of this extra 
hazard until he is actually in the military 
service; until that time why pay for 
something he doesn’t need? When he 
enters military service he will have the 
right to pay approximately $7.50 per 
$1,000 extra and get full military cover- 
age. I am referring of course to the 
government insurance. It gives. the 
same results as if the insured were to 
pay the insurance company an extra pre- 
mium to cover the extra hazard when in 
service. Certainly it is a small amount 
to pay for the increased exposure. 


Must Generate Enthusiasm 


“A few agents like to go out for 10 
o'clock coffee, and, dawdling over it, 
moan about what has been ‘taken away’ 
from them. Instead, let’s be enthusias- 
tic about what we still have to offer. 
Don’t forget that every hazard of war is 
still covered so far as civilians are con- 
cerned. With all the extra hazards they 
face today, we have an impelling reason 
for. them to consider their life insurance. 
Likewise, we are still writing policies 
which contain no restriction as regards 
change of occupation. Undoubtedly there 
is going to be a continued trend from 
‘non-essential’ businesses into defense in- 
dustries where the occupational hazards 
are very much greater. Won't we be do- 
ing these people a great service by insur- 
ing them now before they have to pay 
extra premiums such as will be charged 
if they do not buy until they actually 
change jobs? 


Reduce Vague Fear to Certainty 


“Any discussion of today’s problems 
would be incomplete without a mentioi 
of the income tax question. When this 
question is raised by the average pros- 
pect, I believe the best course of action 
is to refer at once to an-income tax table 
(which you should carry with you) and 
find out just how much income tax he is 
going to have to pay. Until we reduce 
his vague fear to certainty, it is a far 
more difficult barrier. Let’s assume that 
on an income of $2,500, a married man 
with one child will have to pay $100 in 
tax. That still leaves him $2,400 of 
spendable income. How much spend- 
able income will his wife and child have 
in event his earning power is cut off by 
his death? Also, how much ‘spendable 
income will he have at retirement age? 
Would it not be a pretty good idea for 
him to go over his policies and see just 
how much income power they have? As 
regards this income ,tax question, we 
should get the prospect to think of him- 
self as a fiscal agent of Uncle Sam to 
the extent of his income tax. Each 
month he should set aside that part of 
his income which does not belong to him 
and accumulate it for the next March 15 
when it is to be handed to its real owner. 
If he does not' spend it in the first place, 
the amount of his income tax will never 
upset his budget. He must not live on 
a scale based upon his total income, but 
only upon the net spendable income after 
first setting aside the income tax require- 
ment. If we can get him thinking. in 
terms of net spendable income including 
his earnings, we are only one step from 
discussing net spendable income sans his 
earning power.” 
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Walter Is Named 
by Chicago C.L.U.. 


Harry G. Walter, Penn Mutual, was 
elected president of the Chicago C.L.U. 
chapter at its an- 
nual meeting. Clar- 
ence E. Smith, 
Northwestern Mu- 
tual, is vice-presi- 
dent; Harry R. 
Schultz, Mutual 
Life, N. Y., secre- 
tary - treasurer; 
Robert R. Reno, 
Jr., Equitable So- 





ciety; Robert J. 
Murphy, Pruden- 
tial, and Ira N. 





Nochumson, Met- 
ropolitan Life, new 
directors. 

Roland D. Hinkle, Equitable Society 
retiring president, introduced the past 
presidents and read letters from three 
past presidents who no longer live in 
the city: Frederick Bruchholz, New 
York Life home office agency depart- 
ment; T. G. Murrell, Mutual Benefit 
general agent in Los Angeles who is 
in the navy, and A. J. Johannsen, 
Brooklyn general agent Northwestern 
Mutual Life. Mr. Murrell was the 
first Chicago chapter president. Mr. 
Johannsen told of the success of the 
New York City C.L.U. seminars. 


Legislation Endangered 


Walter N. Hiller, Penn Mutual, re- 
tiring president Chicago Life Under- 
writers Association, and C. J. Zimmer- 
man, Connecticut Mutual, chairman 
National association federal law and 
legislation committee, discussed tax 
legislation. Mr. Zimmerman said the 
proposals to retain the $40,000 tax ex- 
emption on life insurance and for a 
moderate income tax deduction for life 
insurance premiums now before the 
House ways and means committee are 
endangered because of lack of interest 
on part of insurance men. 

It was announced that C.L.U. exam- 
ination “cram” classes will be con- 
ducted next week by George L. Grimm, 
New England Mutual. 


Bushnell Gives Talk 


Sales problems confronting substan- 
tial agents in servicing substantial peo- 
ple were discussed by Vance L. Bush- 
nell, second vice-president Equitable 
Society. There are many opportunities 
to convert what appear to be selling 
obstacles into profitable sales assets, he 
pointed out. The life underwriter who 
fully appreciates his responsibilities and 
the service he can render is in position 
to do this. Life insurance provides a 
financial management service which 
can be secured from no other source. 

The present period creates a more 
serious obligation for the life man to 
live up to than ever before. He must 
solve more complicated problems in 
maintaining the financial security of the 
American home and in helping to per- 
petuate the country’s living standards 
which is important in the maintenance 
of national morale. He must combat 
hysterical actions arising from lack of 
understanding, misinformation and con- 
fused thinking. 


Must Give Convincing Advice 


Walter 


H. G. 


position to give 
advice to men 


Agents must be in 
right .and convincing 
who are considering lapsing policies, 
who won’t buy more protection, who 
are in reduced financial circumstances 
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or who seeking to hedge against 
inflation. 


The agent’s 


are 


principal competitor is 
the attitude of the individual estate 
builder who is confident he can do a 
better job in employing his own capital 
in the accumulative and distribution 
processes. If the agent has a clear un- 
derstanding and faith in the service 
which he is in position to render, he 
can solve present day problems con- 
fronting policyholders and prospects. 

The root of present day difficulties is 
curtailed financial ability or buying 
power as a result of increased taxation, 
primarily felt by those in the higher in- 
come brackets. Life insurance can 
solve this curtailed financial ability in 
the accumulation and distribution of an 
estate, Mr. Bushnell held. 


Collins Heads Buffalo Chapter 


Stanley C. Collins, Metropolitan Life, 
was elected president of the Buffalo 
C. L. U. chapter at the annual meeting. 
Other officers elected are: Vice-presi- 
dent, Ray S. Spurr, National Life of 
Vermont, and secretary-treasurer, Rus- 
sell C. Wonderlic, Mutual Life of New 
York. Plans for sponsoring C. i, Wi; 
classes at the University of Buffalo were 
discussed. The chapter will recommend 
that Part “B” be offered as serving the 
interests of the greatest number of stu- 
dents studying for the C. L. U. designa- 
tion. 


Tax Expert in Los Angeles 

The Los Angeles C.L.U. chapter at 
its meeting heard Joseph Brady, attor- 
ney and tax expert, answer a series of 
questions propounded by members on 
problems associated with advanced 
types of life insurance. He was as- 
sisted by his associate, Lucien Shaw. 

The questions concerned joint and 
survivor annuities, valuation on intan- 
gibles, prepayment of premiums, joint 
and separate tax returns, gift, refund 
annuities, state death taxes, retroactiv- 
ity of legislation on pension trusts and 
others of similar import. 


Extra Innings for “Barron’‘s” 

NEW YORK—“Barron’'s” series of 
articles on life insurance is running into 
extra innings. Although there were 
scheduled to be only 12 articles the 13th 
appears this week and another is prom- 
ised for next week. 

This week the “hidden values” which 
the series is supposed to disclose are 
connected with the proper selection of 
settlement options. For next week the 
author promises “a simple, business-like 
method” of determining how much life 
insurance a man should carry. 


FeNATIONAL UNDERWRITER 


June 5, 1949 


——____. 





a 





MANAGERS 


Chicago Managers Have Outing 


The Life Agency Managers of Chi- 
cago annual golf party Thursday at 
Elmhurst country club was attended by 
more than 125 agency heads and super- 





visors. Prizes in the afternoon play 
were awarded at a dinner. J. H. Bren- 
nan, president, had charge of arrange- 


ments and presided. L. S. Broaddus 
was chairman of the outing committee. 
H. G. Walter, Penn Mutual ,had charge 
of prizes and starting foursomes, 





Los Angeles Cashiers Elect 

The Life Agency Cashiers Associa- 
tion of Los Angeles has elected these 
officers: President, J. L. Melbourn, Re- 
liance Life; vice-president, Mrs. M. M. 
Shannon, John Hancock; secretary, 
Harold Melone, Lincoln National; 
treasurer, Mrs. C. M. Cooper, Guaran- 
tee Mutual. 

Superior Court Judge May D. Leahy 


taiked on “Wills,” using actual cases 
that have been before her in settlement 
of estates. 





Taylor Managers Group Chief 


Charles J. Taylor, general agent of 
Beneficial Life in Oakland, Calif., has 
been elected president of the managers 
section of the Oakland-East Bay asso- 
ciation. Clarence Gulick, Business 
Men’s Assurance, is the new vice-presi- 
dent and R. H. Hepfer, California-West- 
ern States Life, secretary. Mr. Taylor 
was vice-president last year. 





Managers Outing Is June 19 


June 19 has been set as the date for 
the annual “play day” of the General 
Agents & Managers Association of San 
Francisco to be held at California Golf 
Club, with golf in the afternoon and 
a dinner, T. A. Gallagher, Prudential, 
is golf chairman and L. J. Lynch, gen- 
eral agent John Hancock. newly elected 
president, is general chairman. 





Herb Slated in Salt Lake 
SALT LAKE CITY — Supervision 
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ITH the movie capital of the world 
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entertainment reaches 


Lawrence, Prudential, and C. E. Bech- 
tel, Mutual Life of N. Y. The annual 
meeting, it was announced will be held 
June 19. The nominating committee, 
S. W. Sill, chairman, has recommended 
this slate: President, F. E. Herb, Penn 
Mutual; vice- president, IN. O: Thompson, 
Occidental Life, who is now secretary- 
treasurer; secretary-treasurer, 

Isaacson, Lincoln National. The meet- 
ing will be at the Salt Lake Country 
Club, followed by a golf tournament, and 
concluding with a dinner-dance in which 
wives will participate. 





Houston Association Elects 


At the May meeting of the Houston 
General Agents & Managers Associa- 
tion the following officers were elected: 
A. T. Everett, Phoenix Mutual Life, 
president; V. K. Howard, California- 
Western States, vice-president; Mrs. G. 
A. Ralls, Minnesota Mutual, secretary- 
treasurer. E. P. Horne, Great Southern, 
is the retiring president. 


N. J. Group to Elect June 18 


The General Agents and Managers’ 
Association of Northern New Jersey 
will hold its annual meeting in Newark, 
June 18. Officers will be elected. 








. R. Moody, cashier at San Antonio 
for Equitable Society has been trans- 
ferred to Little Rock, Ark. He is suc- 
ceeded in San Antonio by Floyd D. 
Tower, who has been his assistant. Ray- 
mond French, formerly at Baltimore, is 
the new assistant cashier. 





Award to Lincoln National 


“Life With the Lincoln,’ house organ 
for home office employes of Lincoln 
National Life, received a “certificate of 
excellence” from the National Council 
of Industrial Editors Association. 





The Columbus branch of Travelers 
this week observed its 40th anniversary. 


Oregon Agents Candidates 
for Senator and Governor 


Two prominent Portland, Ore. insur- 
ance men are running for high office in 
that state this year. W. W. Whitbeck, 
who is the Democratic nominee for 
United States senator, will oppose Sena- 
tor C. L. McNary, Republican. Mr. 
Whitbeck went to Oregon in 1910. He 
entered the insurance business in 1924 
with the Continental Casualty and has 
been with that company ever since. He 
represents other companies in his office, 

Lew Wallace of Portland is on the 
Democratic ticket for governor. He is 
opposed by Earl Snell, present secretary 
of state, who is finishing his eighth 
year in that office. Mr. Wallace was 
born in Furnas county, Nebraska, and 
graduated in law at Creighton Univer- 
sity. He went to Portland and entered 
the life insurance business in 1910 being 
an agent of the Canada Life and still 
represents that company. He has been 
active in civic and political affairs. He 
was formerly a member of the house. 
He was a member of the Oregon state 
game commission and in November, 
1938, was appointed to fill the vacancy 
left in the state senate by the resigna- 
tion of Senator W. D. Bennett. He 
was reelected in 1940. 





President Stevenson Finds 
Manpower Chief Need 


WELLESLEY, MASS—John A. 
Stevenson, president Penn Mutual, told 
the Babson Institute of Business Admin- 
istration graduates at their commence- 
ment that the most serious shortage in 
the effort to win the war is trained 
manpower, rather than sugar or rubber. 
They are needed on the production line 
today and are essential in meeting the 
vital social and business problems which 
pertain to financial security for workers, 
relationship of wage levels to cost of 
living and psychological problems af- 
fecting the morale of organization. 
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MEETING OR GET-TOGETHER 


SPACES ee FINE CATERING 


HOTEL 


WHERE GOOD FELLOWS GET TOGETHER 





w KANSAS CITY. 5. 


A MODERN SETTING FOR YOUR CONVENTION. sAes 
s FOUR BIG MEETING ROOMS 


NUMEROUS CONFERENCE ROOMS AND COMPLETE EXHIBIT 


350 ROOMS WITH BATH FROM $950 ih 


CONTINENTAL 


BALTIMORE AT ELEVENTH STREET 


SERVICE # ENTERTAINMENT. 





its zenith. Gay nights, laughter and life; 
sunny days filled with thrills and excite- 
ment. In the center of everything ts 
situated the HOTEL CLARK at Fifth 
and Hill Streets. A hotel where you will 
enjoy hospitality to its fullest extent; 
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R.E. M°EACHIN, MANAGING DIRECTOR 
Direction- SOUTHWEST HOTELS INC. ,MRS. H. GRADY MANNING, PRES. 

















BATHS where you will find your every wish an- 
ticipated. Whether you stay in Los An- 
from geles for a few days or a month, choose 
Hotel Clark, downtown in the heart of 

$2.50 per day things. 
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LIFE INSURANCE EDITION 


At Health & Accident Underwriters Conference Meet in Kansas City: 
E. A. McCord, president Illinois Mutual Casualty; Paul Clement, secretary and gen- 
eral manager Minnesota Commercial Men’s, and B. A. Heath, secretary Loyal Protective. 


At Health & Accident Underwriters Conference Meet in Kansas City: 
Travis T. Wallace, president Great American Reserve; C. W. Young, president Mon- 
arch Life, and Harold R. Gordon, executive secretary Health & Accident Underwriters 


Conference. 


William Sexton, Great Southern Life, retiring chairman Southern Round Table of the 
Life Advertisers Association; Micou F. Browne, Occidental Life, N. C., new vice-chair- 
man; A, Scott Anderson, Equitable of Iowa, president L.A.A., and Powell Stamper, 
National Life & Accident, new chairman Southern Round Table, at Chattanooga con- 


ference. 


At Health & Accident Underwriters Conference Meet in Kansas City: 
John W. Wickstrom, Michigan insurance department, and John Panchuk, assistant 
general counsel Federal Life & Casualty. 


First “Minute Man” Flag to be displayed in Des Moines was unfurled in front of the 
home office building of Bankers Life of Iowa with President Gerard S. Nollen and 
W. W. Jaeger, vice-chairman of the board, present for the event. Mr. Jaeger is county 
chairman of the War bond campaign. More than 96 percent of Bankers Life home 
office staff (numbering approximately 600) is buying war bonds under the salary 


allotment plan. 


At Health & Accident Underwriters Conference Meet in Kansas City: 

A. E. Forrest, vice-president North American Accident; R. L. Spangler, executive 
vice-president Woodmen Accident; E. G. Trimble, Jr., assistant secretary Employers 
Reinsurance; O. F. Davis, manager accident and health department Illinois Bankers 
Life, new chairman executive committee, and W. G. Alpaugh, vice-president and 


secretary Inter-Ocean Casualty, new president. 





This full page advertisement appeared in the Saturday Evening Post 


issue of May 30th, 1942 


“Joe, what are you doing with your money these days?” 


Many a man whose income has increased, now finds that his dollars must do a threefold job. 
Here is a suggestion for making that job produce the most in satisfaction and family security... 


HAT a whale of a job a man’s dollars must 
do these days! 
First, your dollars must help win the war. That 
means buying War Bonds ...as many as you can, 
Second, your dollars must help win the battle of 
production. That means conserving dollars rather 
than spending them. 


Third, your dollars must purchase family secu- 
rity for the future—and such security today is more 
important than ever. That means buying life insur- 
ance to make sure that you and yours will be safe 


no matter what the future may bring. 


And when it comes to buying life insurance, we'd 
like you to consider these reasons for making the 
Northwestern Mutual YOUR company: 

The Northwestern Mutual has successfully weath~ 
ered three wars and a half-dozen depressions. It 
has meant security for millions of Americans since 
1858. Today, it has more than $4,000,000,000 in- 
surance in force. 

Second, the Northwestern has so won the confi- 
dence of its policyholders that each year nearly 
fifty percent of its new business comes from its 
previous members, When you see people going 


back again and again to the same place to do 
business, it’s the best evidence of customer sat- 
isfaction a man could ask! 

Third, Northwestern Mutual Life Insurance is 
low cost insurance. This company is well known 
for its long record of large dividend payments to 
policyholders. 

See a Northwestern Mutual agent about getting 
real security for your family, Talk to him—you'll 
find him a mighty good friend! 





For the first quarter of 1942, the Northwestern 
Mutual paid to policyholders and beneficiaries 
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LIFE INSURANCE COMPANY, 


an average of $2,377,000 a week. 





° MILWAUKEE, WIS. 











